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Chesterfield,  Derbyshire  S40  2AD.Telephone:  0246  31101. 


This  will 

make  your  bank  manager 
feel  a  lot  better 


It's  not  so  easy  to  keep  your  bank  manager 
happy  these  days. 

But  this  unassuming  Evans  bottle  could 
help  you  to  cheer  him  up.  And  it  wouldn't  matter 
which  of  our  comprehensive  range  of  high 
quality  standard  and  generic  drugs  it  contained. 

Why? 

For  a  start  -  and  a  very  good  start  at  that  - 
Evans  products  are  competitively  priced. 
But  it  goes  further  than  that.  Because,  by 


ordering  Evans  products  daily  from  a  local 
wholesaler,  you'll  never  have  to  buy  more  than 
you  really  need.  So  you  can  avoid  tying  up 
unnecessary  sums  of  money  on  stock  it  could 
take  you  months  to 
move.  That  should 
please  your  bank 
manager  no  end. 
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Backward  glance 

Lincolnshire  contractors  received 
something  of  a  history  lesson  at  their 
tenth  annual  conference  on  Sunday 
(p595).  Both  their  main  speakers  —  Mr 
Desmond  Lewis,  secretary  and  registrar, 
Pharmaceutical  Society,  and  Mr  David 
Coleman,  deputy  chairman,  PSNC, 
looked  at  past  events  to  explain  current 
problems  and  to  throw  light  on  the  future. 

Mr  Lewis  went  back  to  Lloyd  George 
and  the  191 1  National  Insurance  Act  and 
said  that  from  it  stemmed  both  unrealistic- 
payment  —  if  indeed  any  payment  —  for 
the  pharmacist's  skills,  and  the  fact  that 
contracts  could  be  with  any  entrepreneur 
rather  than  with  the  pharmacist  alone. 
According  to  Mr  Lewis,  pharmacists  had 
then  believed,  as  da  many  today,  that 
patients  bringing  in  prescriptions  would 
also  make  purchases,  and  from  that 
would  derive  the  profit.  To  some  extent 
that  may  have  been  true  at  the  time  but 
the  ending  of  resale  price  maintenance 
and  the  arrival  of  super  and  hypermarkets 
have  changed  the  situation  entirely. 

However,  we  believe  that  Mr  Lewis 
proved  only  that  the  pharmacist  can  no 
longer  expect  to  earn  his  professional  fee 
from  the  custom  of  his  patients  —  that 
indeed  the  PSNC  is  right  to  continue  the 
fight  for  full  payment  for  the  whole  of  the 
first  pharmacist's  time,  irrespective  of 
whether  it  is  entirely  devoted  to  NHS 
work.  But  if  there  was  any  implication 
that  the  pharmacist  should  not  expect  to 
buttress  the  viability  of  his  business 
through  over-the-counter  sales,  then  we 
would  challenge  it. 

That  very  point  was  made  in  an  aside 
from  his  main  talk  by  Mr  Coleman.  He 
did  not  believe  that  pharmacy  should 
abandon  areas  such  as  dental,  foot  and 
child  care  to  the  supermarkets,  and 
expressed  gratitude  that  a  profession 
which  had  been  in  danger  of  pricing  itself 
out  of  the  OTC  market  had  now  "grasped 
the  nettle."  We  could  not  agree  more, 
because  it  is  only  through  regular  patient 


/  customer  contact  that  the  pharmacist 
can  exercise  his  professional  skills  to  the 
full  —  contact  limited  to  the  dispensing  of 
prescription  or  the  sale  of  a  Pharmacy- 
only  medicine  is  insufficient. 

Mr  Coleman's  main  theme  concerned 
rural  dispensing,  and  the  "breathing 
space"  afforded  by  the  Clothier 
Regulations  for  the  professions  to  forget 
competition  for  patients  and  to  agree  how 
pharmaceutical  and  medical  services  can 
both  be  provided  —  surely  an  entitlement 
of  rural  taxpayers  as  much  as  those  from 
the  towns.  The  speaker  put  forward 
several  thoughts  on  "rurality"  definitions 
and  the  means  to  overcome  doctors' 
financial  reliance  on  dispensing. 

The  latter  was  the  more  controversial 
—  that  displaced  doctors  should  be 
offered  shares  in  a  pharmacy  attached  to 
their  group  practices  or  become  partners 
in  any  consortium  pharmacy  that  might 
be  set  up.  We  hope  Mr  Lewis  takes  note 
of  the  proposal,  for  it  would  require  some 
change  in  professional  policy.  But  in  the 
circumstances  envisaged  by  Mr  Coleman 
it  could  make  sense  —  provided  the  NHS 
remuneration  involved,  and  the  potential 
profit  from  OTC  sales,  were  sufficient  to 
ensure  that  both  doctor  and  pharmacist 
made  a  living!  (It  may  be  noted  that  the 
expanding  large  village  should  not  be 
involved  in  such  a  scheme,  since  Mr 
Coleman  expects  their  medical  practices 
to  have  full  lists  and  therefore  be  unable 
to  claim  dependance  on  dispensing). 

Our  only  proviso  would  be  that  the 
group  practice  building  should  be  in  the 
middle  of  community  life  so  that  the 
"village  shop"  value  of  the  pharmacy 
could  be  retained.  How  much  more 
realistic  then  the  pharmacist's  reference  of 
the  patient  to  the  doctor  and  the 
meaningful  supervision  of  OTC  medicines? 

Finally,  the  whole  profession  must 
take  Mr  Coleman's  point  that  we  cannot 
take  for  granted  that  the  public  know  that 
they  need  a  pharmaceutical  service. 
Conferences,  advertising  campaigns  and 
Nuffield  reports  can  do  nothing  if  those 
providing  the  service  fall  down  on  the  job. 
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THIS  WEEK'S  NEWS 


French  pharmacists 
strike  and  demonstrate 


Unichem  get  royal 
pat-on-the-back 

Delegates  at  Unichem's  1983 
convention,  held  in  Corfu,  last  week 
were  no  doubt  surprised  and  delighted 
to  hear  a  message  read  out  to  them 
from  the  Queen  by  Unichem's 
chairman,  Norman  Sampson  (above) 
when  he  opened  the  conference 
session:  'Please  convey  the  sincere 
thanks  of  the  Queen  to  all  delegates 
attending  the  pharmaceutical 
conference  1983,  for  their  kind  and 
loyal  message  of  greetings.  Her 
Majesty  received  this  message  with 
much  pleasure,  and  sends  her  warm 
good  wishes  to  all  concerned  for  a 
most  successful  occasion. ' 


French  pharmacists  went  on  strike  last 
week  over  deteriorating  pay  and 
conditions.  A  demonstration  on 
September  22  through  the  streets  of  Paris 
was  supported  by  4,000. 

The  Federation  des  Syndicats 
pharmaceutiques  estimate  the  strike  was 
95  to  100  per  cent  supported  in  the 
provinces.  On  September  21  the 
overwhelming  majority  of  dispensaries 
were  closed,  although  essential  services 
were  maintained,  says  a  stop  press  special 
supplement  to  Le  Moniteur. 

President  of  the  Federation,  Monsieur 
Peckre,  in  a  Press  conference,  alluded  to 
the  progressive  damage  to  the  economics 
of  dispensing  over  the  last  18  months.  The 
situation  is  of  particular  concern  to  those 
members  in  debt,  and  those  just  started 
up,  he  said,  who  see  the  question  of  the 
method  of  their  reimbursement  put  back. 
Whatever  method  is  used  to  pay  the  bills  it 
is  certain  that  practice  conditions  have 
been  undergoing  a  real  erosion  not 
compensated  for  by  an  increase  in 
turnover. 

In  the  past  12  months,  said  M.  Peckre, 
the  pharmacist  has  seen  imposed:  a  price 
freeze,  a  related  fall  in  prices  following  a 

MPs  plan  to  block 
new  sweeteners 

Some  MPs  are  planning  to  block  the  new 
regulations  legalising  aspartame  and  five 
other  sweeteners,  according  to  a  report  in 
The  Guardian  this  week. 

One  of  the  MPs,  Mr  Nigel  Spearing,  is 
concerned  about  possible  health  risks  of 
aspartame  but  has  been  told  in  a  letter 
from  Mrs  Peggy  Fenner,  the  junior 
Agriculture  Minister,  that  Press 
speculation  about  its  safety  was  "alarmist 
and  unbalanced".  According  to  The 
Guardian,  Mrs  Fenner  explained  that 
plans  to  introduce  the  Regulations  in  May 

TUC  to  fight  NHS 
privatisation 

The  Trades  Union  Congress  is  organising 
a  campaign  to  fight  privatisation  in  the 
Health  Service. 

The  campaign  will  call  on  Health 
Service  unions  —  including  ASTMS  —  to 
insist  on  full  consultation  on  health 
authority  privatisation  plans,  keep  their 
members  and  the  public  informed 


reduction  in  wholesaler  trade  prices,  an 
exceptional  tax  of  4  per  cent  on  dispensing 
revenue,  and  a  drop  in  drug  prices  which 
has  cut  in  the  region  of  10  per  cent  from 
pharmacists'  revenue. 

Pharmacists'  demands 

At  the  end  of  the  demonstration  a 
document  outlining  the  concerns  of  the 
profession  was  left  at  the  ministere  de  la 
Solidarite  nationale.  Among  the  demands 
laid  down  were:  a  review  of  the  fees  in  the 
national  pharmaceutical  tariff  —  a  rise  of 
30  per  cent  is  called  for  which  corresponds 
to  the  rise  in  the  cost  of  living  since  the 
last  review  in  April  1 98 1 ;  the 
reconsideration  of  the  turnover  used  to 
determine  the  obligitary  employment  of  a 
pharmacy  assistant,  at  present  fixed  at 
2.1m  francs  a  year  —  the  profession 
suggests  an  amount  of  Fr  2.35m;  a  review 
of  product  prices;  a  speeded  up  method  of 
payment  for  medicines  supplied  free;  and 
the  acceptance  by  the  State  of  a 
moratorium  for  the  numerous 
pharmacists  who,  faced  with  a  bank 
overdraft,  are  experiencing  more  and 
more  obvious  difficulty  in  settling  their 
taxes  and  subscriptions. 


or  June  were  delayed  first  by  the  general 
election,  then  by  the  need  to  evaluate  a 
new  study  on  saccharine.  By  then,  the 
industry's  plans  to  launch  new  products 
were  becoming  seriously  disrupted  and 
the  Ministry  was  urged  to  proceed  as 
quickly  as  possible.  She  denied,  however, 
acting  "impetuously"  or  "without  the 
fullest  and  most  careful  regard  to  public 
health". 

'Prayers' 

If  Regulations  are  introduced  during  the 
Parliamentary  recess,  MPs  have  40  days 
after  it  in  which  to  "pray"  against  the 
order  —  which  is  what  Mr  Spearing 
intends  to  do. 


regarding  the  dangers  of  letting  out  NHS 
jobs  to  private  contractors  and  organise 
public  meetings,  marches  and 
demonstrations  "as  appropriate." 

The  Government  has  circulated  a 
letter  to  health  authorities  requiring  them 
to  submit  plans  for  privatisation  of  some 
services  by  February  29  next  year.  The 
TUC  says  this  circular  "interferes  with 
the  vital  principle  that  the  medical  and 
social  needs  of  patients  determine  the 
shape  of  hospital  spending." 


Liberals  attack 
industry  spending 

Lavish  promotional  expenditure  by  the 
pharmaceutical  industry  was  attacked  by 
delegates  at  the  Liberal  Assembly  in 
Harrogate  last  week.  But  an  attempt  to 
commit  the  party  to  establishing  a  state 
owned  sector  in  the  industry  was  narrowly 
rejected  on  a  show  of  hands. 

Mr  Simon  Titley,  who  unsuccessfully 
contested  Grantham  in  the  general 
election,  led  the  demands  for  State 
intervention.  He  invited  delegates  to 
examine  a  series  of  free  gifts  given  to 
doctors  by  pharmaceutical  companies. 

Pointless  research 

Mr  Titley  also  accused  drug  companies  of 
spending  hundreds  of  millions  of  pounds 
on  pointless  research  and  development. 
He  claimed  that  a  state  owned  drug 
company  would  ensure  good  quality 
generic  drugs,  and  concentrate  research 
and  development  on  areas  where  it  was 
really  needed. 
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For  the  tl     Ice   secutive  year  the 
Mawdsley  Brooks  West  Midlands 
challenge  shield  was  won  by  Mr  Peter 
Lloyd  (centre),  a  West  Bromwich 
pharmacist.  He  is  seen  here  receiving 
the  shield  from  West  Bromwich  depot 
manager  Mr  Chris  Smith  (left),  and  Mr 
Fred  Wale,  chairman  of  the  local 
branch  of  the  Society 


Holistic  association 
to  be  formed 

Pharmacists  interested  in  holistic 
medicine  are  planning  to  form  an 
association.  An  inaugural  meeting  is  to  be 
held  at  225  Putney  Bridge  Road,  London 
SW15,  at  8pm  on  October  12. 

The  association's  proposed  objectives 

are: 

Patient  care:  ( 1 )  To  advance  the  practice 
of  holistic  medicine.  (2)  To  give  counsel 
and  advice  on  holistic  medicine.  (3)  To 
encourage  the  public  and  patients  to  take 
responsibility  for  their  own  health  care. 
(4)  To  educate  the  public  and  patients 
that  the  practice  of  medicine  is 
comprehensive  and  that  all  branches  are 
part  of  health  care  for  the  general  good. 
As  pharmacists:  ( 1 )  To  ensure  that  the 
interests  of  the  patient  are  paramount  and 
that  pharmacists  practising  holistic 
medicine  maintain  a  high  professional 
standard.  (2)  To  establish  the  pharmacy 
as  a  recognised  source  of  information  and 
guidance  on  holistic  medicine.  (3)  The 

PSNC  anticipates 
inquiry  results 

The  Pharmaceutical  Services  Negotiating 
Committee  is  hopeful  that  the 
Department  of  Health  "will 
acknowledge"  the  increases  in  labour 
costs  and  rents  experienced  by 
contractors. 

Chairman  David  Sharpe,  in  his 
foreword  to  PSNC's  annual  report  for 
1982-83,  anticipates  the  outcome  of  the 
Labour  and  Overhead  Costs  Inquiry 
which  was  completed  in  June  —  the 
results  have  yet  to  be  published. 

Mr  Sharpe  says  the  increase  in 

Advantages  of  human 
insulins  questioned 

Clinical  advantages  of  human  insulins 
over  existing  highly  purified  animal 
insulins  are  not  apparent,  except  perhaps 
in  patients  intolerant  or  inadequately 
responsive  to  animal  insulins,  and  a 
general  change-over  seems  inappropriate, 
according  to  the  latest  Drug  and 
Therapeutics  Bulletin. 

Human  insulin  produced 
biosynthetically  by  E.  coli  (chain 
recombinant  DNA  bacteria)  or  by  enzyme 
modification  of  porcine  insulin  (enzyme 
modified  porcine)  are  safe  and  effective 
but  have  been  marketed  in  advance  of 
long-term  trials  and  it  may  be  that  they 
should  only  be  used  for  specific 
indications,  the  Bulletin  suggests. 

Human  insulin  is  an  obvious 
alternative  for  diabetics  allergic  to  porcine 
or  bovine  insulin.  It  may  help  patients 
with  antibody-mediated  insulin  resistance 
and  those  with  lipoatrophy  or 
inflammatory  response  at  injection  sites. 


acceptance  of  such  standards  and 
conditions  relevant  to  the  Pharmaceutical 
Society's  Statement  upon  Matters  of 
Professional  Conduct  or  as  may  be 
prescribed  by  the  Council  on  the  advice  of 
the  Holistic  Pharmacists'  Association. 
(4)  To  give  advice  to  the  Council  of  the 
Pharmaceutical  Society  on  matters 
concerning  holistic  medicine. 
Members:  ( 1 )  To  share  knowledge  and 
experience  of  holistic  practice  with 
members  of  the  association.  (2)  To  co- 
operate with  other  holistic  organisations 
for  mutual  benefit.  (3)  To  produce  a 
monthly  magazine  or  newsletter  for  the 
benefit  of  the  membership. 

Encouraging  response 

Mr  A.S.  Pinkus,  whose  letter  to  the 
pharmaceutical  Press  was  the  initiative 
for  the  association's  formation,  told  C&D 
that  he  had  been  very  encouraged  by  the 
response.  Some  50  pharmacists  had 
contacted  him  directly  and  many  more 
had  shown  an  interest.  It  was  hoped  the 
meeting  would  bring  into  existence 
"something  completely  new  in 
pharmacy". 


payment  for  property  costs  following  a 
recommendation  by  the  Pharmacists' 
Review  Panel  was  not  as  large  as  the 
Committee  had  hoped  for. 

During  1982,  520  pharmacies  received 
£352,000  in  payments  under  the  Essential 
Small  Pharmacies  Scheme. 

The  Central  Checking  Bureau  carried 
out  checks  on  approximately  4.8  million 
prescriptions  during  the  period  with  a 
total  value  of  over  £17,662,490.  An 
overall  cash  error  of  0.04  per  cent  was 
underpaid  which  the  Department  of 
Health  will  correct. 

Special  checks  at  the  request  of  278 
pharmacy  contractors  on  888,974  scripts 
valued  at  £3,097,355  showed  an  average 
under  payment  of  0.07  per  cent. 

It  may  be  worth  using  in  diabetics  needing 
insulin  temporarily  (for  surgery, 
pregnancy  or  intercurrent  illness). 

There  is  no  reason  to  transfer  patients 
without  allergic  complication  to  human 
insulin,  says  the  Bulletin. 

Commenting  on  bezafibrate,  it  says 
that  it  lowers  plasma  lipids  effectively  but 
has  no  clear  advantage  over  clofibrate, 
which  is  cheaper,  and  there  is  little 
experience  in  its  long-term  use. 

Post-1980  contractors 
to  meet  again 

A  further  meeting  of  the  Post-1980 
Contractors  Committee  has  been  called 
for  October  9.  The  meeting  will  take  place 
at  the  Royal  Angus  Hotel,  St  Chads, 
Queensway,  Birmingham,  starting  at 
2pm.  A  full  report  will  be  given  on  the 
outcome  of  the  meeting  with  counsel, 
which  took  place  as  C&D  went  to  press. 
Mr  Peter  Hulme,  chairman,  urges  all 
members  and  those  who  have  not  yet 
joined  to  come. 


Propranolol  may  be 
useful  contraceptive 

Propranolol  has  been  found  to  have 
contraceptive  properties. 

A  40mg  tablet  inserted  intravaginally 
can  immobilise  sperms  for  up  to  14  hours, 
preventing  them  from  reaching  the  egg. 
Professor  Paul  Turner,  professor  of 
clinical  pharmacology,  St  Bartholomew's 
Hospital,  told  a  Medical  Journalists 
Association  symposium  last  weekend  that 
tests  on  women  in  Chile  over  12,000 
"woman  months"  had  shown  that  the 
method  was  as  effective  as  the 
progestogen-only  "pill"  and  more 
effective  than  barrier  methods. 
Propranolol  did  not  have  the  same  effect 
when  taken  orally  so  men  being  treated 
with  the  drug  were  not  likely  to  become 
infertile,  he  said. 

Trials  were  continuing  and  some 
scientists  believed  that  in  future  years 
propranolol  might  be  more  widely  used  as 
a  contraceptive  than  as  a  cardiovascular 
drug.  Making  further  predictions  for  the 
future,  Professor  Turner  said  that  within 
20  years  simple  urine  tests  would  have 
been  devised  to  detect  how  patients  were 
likely  to  metabolise  drugs.  Dosages  could 
then  be  tailored  to  individual  needs. 


Sections  revised  in 
latest  BNF 


Community  pharmacists  should  by  now 
have  received  their  sixth  edition  of  the 
British  National  Formulary. 

The  new  edition  has  revised  sections 
on  cardiac  glycosides,  anti-arrhythemic 
drugs,  refractory  hypertension  oral 
anticoagulants,  hyperlipidaemia, 
minerals,  vitamins,  ear  infections, 
antifungal  skin  infections,  and  general 
and  iv  inhalation  aneasthetics. 

A  panel  on  the  back  cover  urges  users 
to  report  any  adverse  reactions  they  may 
encounter  to  the  Committee  on  Safety  of 
Medicines.  The  Pharmaceutical  Press,  1 
Lambeth  High  Street,  London  SE1  UN 
or  British  Medical  Association,  Tavistock 
Square,  London  WCIH  9.1  P. 
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Guild  considers 
proposed  new 
Staff  Council 

The  Guild  of  Hospital  Pharmacists  is 
seeking  a  meeting  with  the  Department  of 
Health  to  discuss  the  proposed  new 
negotiating  machinery  for  hospital 
pharmacists. 

Ms  Donna  Haber,  ASTMS  divisional 
officer,  reported  to  a  Guild  Council 
meeting  last  week  that  the  Department  is 
proposing  to  set  up  a  Professional  Staff 
Council  for  those  groups  not  covered  by 
the  new  Pay  Review  Body  for  nurses  and 
midwives.  The  PSC  would  cover  hospital 
pharmacists,  hospital  opticians, 
biochemists,  physicists,  clinical 
psychologists,  speech  therapists  and 
chaplains. 

The  Department  believes  this  would 
have  the  advantage  of  bringing  together  in 
one  council  a  number  of  staff  groups  with 
many  common  features.  The  council 
could  still  establish  separate  committees 
for  different  staff  groups  but  this  would 
be  within  the  framework  of  a  single 
Whitley  Council. 

The  Health  Departments  and  NHS 
management  have  agreed  on  proposals 
for  changes  in  composition  and  a 
reduction  in  size  of  management  sides  of 
Whitley  Councils.  These  new 
arrangements  are  proposed  to  come  into 
effect  on  January  1,  1984,  after  which  a 
common  management  side  would  operate 
for  all  staff  groups. 

Guild  Council  discussed  the  possible 
options  for  hospital  pharmacy  —  if  there 
were  any  —  such  as  maintaining  the  status 
quo  of  the  Pharmaceutical  Whitley 
Council,  merging  with  the  new  PSC  or 
investigating  the  possibility  of  a  separate 
Pay  Review  Body  for  pharmacists.  It  was 
agreed  that  Guild  representatives  would 
request  a  meeting  with  the  Department  to 
discuss  the  possibilities  and  report  back  to 
the  Guild  Council's  November  meeting. 

Deadline  for  petitions 

A  "substantial"  number  of  signatures  has 
been  obtained  for  the  emergency  duty 
payments  petition.  Ms  Haber  urged  Guild 
members  to  continue  to  collect  signatures 
and  maintain  pressure  on  their  local 
district  management  teams  and  District 
Health  Authorities.  The  deadline  for 
sending  the  petition  to  head  office  is 
October  15. 

A  Guild  Council  working  party  has 
been  reviewing  the  grading  structure  for 
hospital  pharmacists  and  the  Council 
adopted  the  final  report  submitted  as  a 
basis  for  revising  the  present  structure. 
Views  of  the  membership  will  now  be 
sought,  particularly  on  the  following 
points:  Whether  the  draft  forms  the  basis 
for  revising  the  career  grades  for  hospital 
pharmacists;  whether  levels  of  service  in 
specialities,  subspecialities  and 
combinations  should  be  used  to  grade 
pharmacists;  whether  the  specialities 


listed  are  correct;  whether  the  titles  of  the 
various  grades  are  acceptable;  and 
whether  there  is  a  need  for  a  senior  grade 
1  pharmacist  with  automatic  progression 
to  this  grade  from  grade  1  by  pharmacists 
having  undertaken  training. 

The  final  draft  document  will  be 
distributed  to  group  secretaries  and 
Council  members  and  comments 
requested  back  to  Council  by  the  end  of 
December. 

Council  decided  the  Guild  should 
participate  in  the  Nuffield  Foundation's 
pharmacy  inquiry  by  submitting  a  report 
on  hospital  pharmacy  practice.  The 
professional  secretary  will  seek  advice  on 
the  parameters  of  the  investigation. 

Council  noted  that  the  Guild's 
abstracting  service,  "Current  abstracts  of 
pharmacy  and  therapeutics,"  was 
suffering  heavy  losses,  and  decided,  with 
regret,  to  discontinue  the  service 
immediately. 

Dr  T.  Reid  Lowther,  secretary, 
education  and  science  committee, 
reported  that  Professor  S.S.  Davis,  Lord 
Trent  professor  of  pharmacy,  University 
of  Nottingham,  has  resigned  from  the 
committee  because  of  pressure  of 
commitments.  Suggestions  for  filling  this 
vacancy  were  now  being  considered. 

Council  noted  that  the  presentation, 
by  Dr  Meurig  Thomas,  of  the  1 982 
Travenol  Fellowship  paper  would  be  held 
in  the  Cavendish  Conference  Centre, 
London,  on  November  25.  The  event 
would  be  linked  with  the  Guild's  day 
conference  papers,  to  be  presented  in  the 
afternoon  session.  The  Hooper/Travenol 
prize  for  the  best  paper  is  £100.  Details  on 
submission  of  papers  or  attendance  may 
be  obtained  from  Mr  T.  Hanley,  ASTMS, 
79  Camden  Road,  London  NW1  9ES. 

Guild  Council  agreed  to  appoint  a 
national  recruitment  co-ordinator  from 
among  members  at  the  Council  meeting 
immediately  following  the  annual  meeting 
each  year  and  it  was  agreed  that  Mr  Paul 
Gurnell,  national  member  of  Council, 
should  hold  this  office  until  the  next 
annual  meeting.  Group  secretaries  would 
be  encouraged  to  appoint  group 
membership  secretaries. 

Council  discussed  the  problem  of 
conduct  of  group  meetings  at  which 
branch  delegates  meeting  motions  were 
being  proposed,  amended  or  voted  on.  A 
sample  constitution  and  standing  orders 
would  be  examined  with  a  view  to 
circulating  a  model  to  all  Guild  groups. 


. .  .jobs  to  be  lost? 


It  is  impossible  to  say  at  this  stage  whether 
hospital  pharmacists'  jobs  will  be  lost  in 
the  NHS  cuts,  an  ASTMS  spokesman  told 
C&D  on  Tuesday. 

The  number  of  jobs  that  should  go 
was  a  matter  for  negotiation  within  the 
health  authorities,  so  there  was  no  way  of 
knowing  if  one  sector  would  suffer  more 
than  another,  he  said.  He  thought  it 
unlikely  that  any  great  inroads  would  be 
made  into  hospital  pharmacy  because 


there  were  already  shortages,  particularly 
at  basic  grade  level.  Vacant  posts  may  be 
allowed  to  continue  unfilled  and  numbers- 
reduced  by  natural  wastage,  as  had 
happened  over  the  past  two  years. 

The  Department  of  Health  is  not  yet 
able  to  confirm  the  number  of  jobs  to  be 
lost,  but  Press  reports  give  estimates  of  up 
to  5,000. 


PEOPLE 


Will  Kneale  retires 
but  stays  in  touch 


Mr  Will  Kneale  officially  retired  as  NPA 
local  organisations  officer  and  EEC 
liaison  secretary  at  the  end  of  September. 
For  over  thirteen  years  he  has  been  a  key 
figure  at  the  NPA.  He  transformed  and 
strengthened  the  lines  of  communication 
between  the  branches  of  the  Association 
and  Mallinson  House.  Among  his  major 
achievements  has  been  the  establishment 
of  the  NPA  as  a  leading  force  in 
European  pharmacy. 

Will  started  his  career  in  pharmacy  as 
an  apprentice  on  the  Isle  of  Man,  his 
homeland;  he  qualified  from  Manchester 
in  1937,  and  this  was  followed  by  several 
years  working  in  Liverpool.  At  the  age  of 
24  he  became  a  member  of  the  Council  of 
the  Liverpool  Chemists  Association  —  he 
was  the  only  employee  representative  on 
the  Council  and  quickly  learned  a  great 
deal  about  pharmacy  politics. 

During  the  war  he  joined  the 
Merchant  Navy  as  a  pharmacist.  His  war 
experiences  affected  him  deeply  so  that 
instead  of  starting  his  own  pharmacy,  as 
he  had  always  intended,  he  volunteered 
for  work  in  the  post  war  reconstruction  of 
Germany.  It  was  while  in  Germany  that 
he  met  Aline,  a  Swiss  interpreter  who  later 
became  his  wife.  He  also  learned  to  speak 
Continued  on  p569 
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The  Right  Approach 


Carbaryl  is  the  only  human  insecticide 
without  a  single  reported  case  of  louse 
resistance. 

For  head  louse  eradication,  carbaryl  is 
available  in  lotion  and  shampoo  form. 
However,  some  people -especially  those 
who  cannot  tolerate  the  pungent  smell,  or 
have  a  sensitive  skin -find  lotions 
unpleasant  or  impossible  to  use. 

An  effective  and  pleasant-to-use 
alternative  to  lotion  treatments  is  Suleo-C 
shampoo  with  carbaryl.  Incorrect  use  of 
insecticides,  however,  not  only  results 
in  treatment  failure,  but  may  encourage 
the  emergence  of  resistant  strains  of 
head  louse. 


arbaiyl  SULEO  C 
shampoo  Q| 


Easily  applied 
effective  control  fo 
head  lice. 


i  shampoo 


Harmless  to  hair  and 
scalp.  Pleasant  to 
use  and  easily 
applied  in  the  home. 

Keep  bottle  in  the 
carton  and  store  in  a 
cool  place. 


SULEO-C 
shampoo 


i  scalp  Rinse 
Btund  application  jj 
ficblalher  Rinse  oil  altei  5 tiiinu 
with  clean  water  Comb  mil  Willi  I 
toothed  r,timb  and  dry  Apply  .is  directed 
3  day  intervals  loi  a  Mai  ol  3  application 
I.  Avoid  contact  with  [tie  eyes  during  use 
2  Not  to  be  used  on  infants  less  than  G  m 
id  unless  umJei  medical  supervision 
USE  IN  CUNICS 

Repealed  application  -  nursing  stall  should  we, 
!S  when  eauying  o\ 


KEEP  OUT  Qf  RLflCH  OF  CHILDREN 


firmly  encouraged  to  follow  precisely 
the  instructions  in  every  pack  of 
Suleo-C  shampoo. 

Crab  lice  (Pthirus  pubis) 

Suleo-C  shampoo  with  carbaryl  is 
equally  effective  in  the  treatment  of  crab 
lice  -  currently  a  relatively  common  problem. 

SULEO-C 

shampoo 

with  carbaryl  0.5%  w/w 

the  EFFECTIVE  alternative  to  lotion  treatments 


Full  information  available  by  post  only  from  International  Laboratories  Ltd.,  Wilsom  Road,  Alton  Hants  GU34  2TJ 


42%  MORE  WOMEN 
ARE  TAKING  IADYCAR1 

YOU  SHOULD 
BE  TAKING  IT  TOO 


More  and  more  women  of  all  ages  are 
appreciating  the  unique  range  of  Ladycare 
vitamin  and  mineral  supplements. 

So  much  so  that  volume  sales  have 
risen  by  a  very  healthy  42%  in  July 1983  over 
the  same  period  in  the  previous  year. 

It's  because  more  women  have 
discovered  how  Ladycare's  three  special 
formulations  can  help  -  in  a  safe,  natural, 
way  -  every  day  of  their  lives. 

There's  Ladycare  No.  1  designed  for 
all  women  of  menstrual  age,  containing 
extra  vitamin  B6  and  Iron  which  research 
has  shown  may  be  helpful  to  women 
around  the  time  of  their  period. 

There's  Ladycare  No.  2  for  women 


who  are  going  through  the  menopause,  a 
unique  formulation  with  Vitamin  E  and 
Ginseng  specially  for  this  stage  of  life. 

There's  Ladycare  No.  3,  especially  for 
women  over  50  -  a  comprehensive  formula 
with  extra  Calcium  and  Iron  to  help  ensure 
healthy  bones  and  blood  which  is  so 
important  at  this  time  of  life. 

Ladycare  is  the  first  product  to  meet 
the  special  needs  of  women  at  different 
stages  in  their  lives. 

And  with  a  huge  potential  market  of 
17.5  million  women,  healthy  margins  and 
high  profits,  Ladycare  is  a  natural.  With  all 
this  going  for  Ladycare,  are  you  taking  it  in 
yourstoreyet?  TADYCARF 

VITAMINS  &  MINERALS  *^ 


FOR  DETAILS  CONTACT  LEN  WESTON  ON  BYFLEET  (09323)  44402  OR  SPEAK  TO  YOUR  WHOLESALER. 
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. . .  and  Mr  King  takes 
on  some  tasks 

very  fluent  German. 

His  NPA  career  started  in  1970  with 
his  appointment  as  local  organisations 
officer.  He  prepared  himself  for  his  job 
by  visiting  all  the  branch  chairmen  and 
secretaries  in  their  own  pharmacies 
throughout  the  UK.  It  was  he  who 
initiated  and  has  continued  their  visits  to 
Mallinson  House  so  that  they  have  first 
hand  knowledge  of  NPA  services. 

Shortly  after  joining  the  NPA,  Will 
took  over  the  secretaryship  of  the 
employers'  side  of  the  Joint  Industrial 
Council  for  Retail  Pharmacy  (JIC)  —  a 
post  that  involved  him  in  regular  annual 
negotiations  with  the  trade  union  side. 

Will  Kneale  had  two  other  main 
responsibilities  at  the  NPA.  Firstly,  he 
maintained  working  relations  with  key 
figures  in  most  of  the  major 
pharmaceutical  supply  houses,  thus 
enabling  him  to  intervene  diplomatically 
in  disputes  between  pharmacists  on  the 
one  hand  and  manfacturers  and 
wholesalers  on  the  other.  Secondly,  he 
was  secretary  of  the  NPA  Distress  Fund. 

Officially  Mr  Kneale  retired  at  the  end 
of  September,  but  the  NPA  is  reluctant  to 
lose  all  his  experience,  especially  his 
knowledge  of  Europe,  so  he  is  to  be 
retained  as  the  NPA  European  consultant 
and  EEC  liaison  secretary,  in  which 
capacity  he  will  continue  as  one  of  the 
NPA  delegates  to  the  EEC  Pharmacy 
Group. 

His  other  duties,  including  those  of 
JIC  employers'  side  secretary  and  local 
organisations  officer  will  be  assumed  by 
Mike  King,  a  young  pharmacist  who 
joined  the  staff  in  1982.  Mr  King  studied 
at  Manchester,  and  did  his  preregistration 
year  with  Boots  in  Coventry.  He 
registered  in  1978.  After  leaving  Boots  he 
worked  as  a  locum  in  the  London  area, 
and  then  joined  Glaxo  in  198 1  as  a 
medical  representative.  He  left  to  join  the 
NPA  in  September  1982. 

I)r  Mary  Dawson,  FPS,  reader  in 
Strathclyde  University's  pharmacy 
department,  has  been  awarded  the  Felix 
Wankel  animal  experiment  prize  for  her 
work  on  alternatives  to  animal 
experiments  using  tissue  culture.  The 
prize,  worth  8.000DM  (£2,000),  was 
initiated  by  Felix  Wankel,  inventor  of  the 
rotary  combustion  engine.  Dr  Dawson 
joined  the  Royal  Technical  College  (now 
Strathclyde  University)  in  1947.  While 
lecturing  she  studied  at  Glasgow 
University  and  graduated  Doctor  of 
Philosophy  in  1954.  Dr  Dawson  was 
chairman  of  the  Scottish  Executive  of  the 
Pharmaceutical  Society  from  1978  to 
1980.  The  Felix  Wankel  prize  is  to  be 
presented  to  Dr  Dawson  at  Ludwig 
Maximillians  University  in  Munich,  later 
this  year. 


TOPICAL  REFLECTIONS 


By  Xrayser 


Patient  care 


My  pharmacy  serves  an  area  which  has  a 
marvellous  mix  of  population,  both  in 
terms  of  class  (for  want  of  a  better  word) 
and  age  range.  I  consider  myself 
fortunate.  It  follows,  however,  that  my 
customers  tend  to  be  mothers  with  young 
children,  who  have  to  shop  locally,  and 
older,  mainly  retired  folk,  whose  calls  at 
the  shops  in  my  area  are  probably  as 
much  social  as  commercial. 

Of  course  some  of  the  rest  of  the 
population  do  call  in,  if  they  have  a  script 
or  happen  to  be  nearby,  shopping  with  me 
for  the  convenience  of  the  moment  rather 
than  any  concept  of  maintaining  my 
presence  on  the  parade. 

Yet  with  our  acceptance  of  a  modified 
role  in  the  community  has  come  a 
reciprocal  willingness  in  our  customers  to 
ask  our  help  in  matters  broadly  covered 
by  the  word  "health,"  instead  of  limiting 
their  questions  solely  to  medicines. 

At  the  BP  conference  Mr  David 
Hobman,  director  of  Age  Concern 
England,  presented  a  paper,  which 
although  nominally  about  drug  wastage 
by  the  elderly,  presented  facts  about  the 
conditions  suffered  by  some  old  people. 
These  conditions  shout  for  our  more 
active  involvement  in  monitoring  the 
effect  of  what  is  being  routinely  dished 
out  by  doctors  or  their  ancilliary  staff. 

Of  course  we  dispense  accurately  what 
is  prescribed  .  .  .  that's  our  business,  isn't 
it?  I  hate  to  argue,  as  you  all  know,  but  in 
my  opinion  it  isn't  as  simple  as  we  might 
like  to  think.  How  many  times  have  you 
listened  to  a  patient  moaning  about  "all 
them  blessed  tablets?"  Have  you  ever 
tried  to  explain  what  they  were  for  to  a 
distressed  and  possibly  confused  patient? 
Of  course  you  have. 


Exercise 


As  an  exercise  in  caring,  look  up  the  toxic 
effects  of,  say,  digoxin  and  then  wonder 
at  the  range  of  extra  drugs  being  ordered 
to  control  them,  when  all  that  may  be 
needed  is  a  reduced  dose.  Or  on 
questioning  the  patient  who  was  being 
given  Cetipin  you  discover  he  had  the 
trouble  only  in  the  morning,  and  was 
taking  a  diruretic  after  a  substantial 
breakfast.  I  even  had  a  script  for  Septrin 
ordered  (by  proxy  of  the  receptionist)  for 
a  patient  who,  for  want  of  words,  told  her 
he  was  having  trouble  with  his 
waterworks,  but  which  our  questioning 
showed  to  be  caused  by  the  same 
circumstances. 

I  am  surprised  only  10-15  per  cent  of 


hospital  admissions  to  geriatric  wards  are 
attributed  to  drug  induced  illness.  How 
many  of  your  patients  report  they  get  out 
of  step  with  their  tablets,  having  a  lot  of 
one  or  two  varieties  left  over  at  the  end  of 
a  month?  I  used  to  wonder  if  I  could 
count  properly  until  the  penny  dropped. 

Big  quantities  of  medicines,  given  and 
repeated  as  a  matter  of  course,  sometimes 
for  years  without  reassessment,  worry  me 
almost  as  much  as  sudden  inexplicable 
changes  of  regimen.  It  seems  to  me  that 
our  isolation  from  the  doctors'  surgeries 
by  Society  decree,  never  mind  the  reasons, 
must  be  one  of  the  worst  decisions  we  ever 
made.  It  would  have  made  much  more 
sense  if  every  practice  of  up  to,  say,  three 
doctors  had  to  have  a  pharmacy  next 
door,  with  direct  communication.  Who 
knows,  it  might  have  encouraged  a  far 
wider  spread  of  surgeries  and  pharmacies 
in  the  suburbs  where  people  actually  live 
and  need  the  services,  and  I  have  no  doubt 
that  such  pharmacies  would  have 
automatically  tried  to  satisfy  the  further 
medical  and  para-medical  needs  of  the 
area. 

Not  so  sweet 

A  couple  of  months  ago  the  rep  from 
Searle  presented  their  first  non-saccharin 
sweetener,  Canderal,  for  my  approval. 
Overwhelmed  by  the  product,  the  charm 
of  the  salesman,  the  promised  land  (of  TV 
ads  et  al)  and  the  profit,  I  gave  a  forward 
order,  which  was  larger  than  subsequently 
seemed  prudent.  Anyway  the  order  was 
given  and  already  customer  inquiries  had 
been  made.  Despite  the  extortionate  price 
customers  have  bought  one  or  two  packs 
so  far.  The  balance  of  sachets  has  yet  to 
arrive  from  the  makers. 

So  far  so  good,  until  I  bumped  into  a 
colleague  last  night  who  asked  if  I  had 
received  Unichem's  letter?  Well  you  know 
the  answer  to  that,  don't  you?  So  he 
showed  his  copy.  Unichem  have  told  their 
customers  they  will  not  be  stocking  the 
product  because  of  the  unsatisfactory 
margin  being  allowed  to  wholesalers. 

I  find  for  the  second  time  in  two  weeks 
I  have  to  applaud  Unichem.  I  wish  I  had 
known  earlier,  because  it  would  have 
affected  my  buying.  It  is  my  view  that  we 
and  our  wholesalers  must  have  fair 
margins  of  profit  from  the  goods  we  sell. 
Even  if  you  didn't  fall  for  the  hard-sell 
programme,  you  will  be  looking  for  top- 
up  stock  with  acceptable  margins  from 
our  wholesalers  later  on  as  TV  stimulates 
demand. 

I  suggest  we  must  tell  Searle  about  it. 
And  I  must  go  back  to  the  invoices  and 
check  that  I  really  did 'buy  as  well  as  I  was 
told. 
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struck  midnight.  He  opened  the  door  to  find  the  oppo- 
sition trying  to  persuade  him  to  take  stock  of  the  situation 
with  the  subtlety  of  a  Luger.  They  knew  that  a  new 
offensive  was  planned  and  had  scoured  the  streets  for 
information.  They  desperately  needed  the  information 
that  the  man  in  the  shop  had. 

The  tell-tale  signs  of  his  complicity  with  Outdoor 
Girl  were  plain.  But  only  just. 

The  place  had  been  cleared  out  and  a  lot  of  profit  was 
about  to  be  made. 

A  scrap  of  paper  caught  his  eye.The  name  and  address 
said  it  all.  He  knew  that  he  must  contact  Harry 
Withington,  P.O.  Box  3,  Francis  Avenue,  West  Howe, 
Bournemouth,  BH11  8NZ.  He  reached  for  his  pen  and 
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To  be  continued  in... 
Daily  Mail,  News  of  the  World,  Woman,  She,  My  Weekly,  Slimming,  Titbits, 
Weekend,  Mother,  True  Magazine,  Hers. . . 
And  a  regular  TV series  starting  7:40  a.m.,  October  3rd. 


UNICHEN  CONVENTION 


OTC  pharmacy  -  the  greatest 
opportunity  for  decades 

Unichem's  Corfu  Convention  attracted  over  220 
delegates  who  heard  nine  papers  on  various  topics  as 
well  as  attending  workshop  sessions.  "Over  the  counter 
pharmacy"  was  described  as  the  greatest  opportunity 
offered  to  pharmacy  for  several  decades,  by  Bernard 
Hardisty,  managing  director,  Winpharm,  in  a  paper  of 
that  title.  This,  he  says,  fits  into  "the  total  premises 
concept"  for  community  pharmacy. 


I  am  rather  suspicious  and  cynical  of  the 
various  papers,  videos  and  films  that 
purport  to  train  us  in  diagnosis.  It  could 
be  a  red  herring  across  what  otherwise  is  a 
very  exciting  trail  for  pharmacy  to  take. 
Far  from  the  diagnostic  situation,  if 
pharmacy  is  concerned  with  knowledge 
about  drugs  then  the  choice  of  medicine, 
when  the  customer  has  already  defined 
their  therapeutic  need,  is  as  much  a 
professional  activity  as  the  traditional 
dispensing  function. 

Over  the  counter  pharmacy  can  be 
considered  as  the  application  of 
pharmaceutical  knowledge  and  skills  to 
certain  retail  transactions.  If  there  is  a 
fault  in  that  definition,  it  is  that  it 
perpetuates  the  separation  of  the 
dispensary  and  the  counter  which  is 
increasingly  undesirable. 

'Emerge  from  seclusion' 

Community  pharmacists  must  emerge 
from  their  seclusion  in  the  dispensary  and 
make  themselves  available  and  obvious  to 
the  public.  The  pharmacist  is  the 
pharmacy's  greatest  asset.  It  is  his  or  her 
presence  which  distinguishes  the 
pharmacy  from  other  outlets  where 
medicine  can  be  purchased.  Every  survey 
which  has  ever  been  carried  out,  even  by 
usually  critical  consumer  assocations,  has 
shown  the  pharmacist  to  have  a 
favourable  image  in  the  public  eye.  The 
public's  only  complaint  is  that  they  never 
see  the  objects  of  their  affection  because 
they  are  hidden  away  in  the  dispensary. 
(Here  Mr  Hardisty  mentioned  that  in  a 
recent  radio  programme  following  one  in 
which  Pharmaceutical  Society  president, 
Mr  Colin  Hitchings,  had  championed  the 
pharmacist  as  an  advice  source,  several 
correspondents  said  they  had  not  found 
him  to  be  accessible  as  such). 

Then,  I  venture  to  suggest,  it  means 
that  many  pharmacists  should  revise  their 
view  of  legal  and  ethical  restrictions  on 
their  activities.  When  a  medicine  is 
classified  as  "Pharmacy  only,"  it  means 
that  the  government,  and  therefore  the 


public  has  decided  that  its  sale  requires 
responsible  supervision.  That  supervision 
can  be  seen  either  as  a  tedious  chore  that 
interrupts  other  activities  or  a  precious 
chance  to  add  value  to  the  sale  in  a  way 
that  emphasises  the  difference  between 
the  pharmacy  and  non-pharmaceutical 
medicine  outlets. 

In  the  pharmacy,  of  course,  all 
medicine  sales,  regardless  of  their  legal 
classification,  are  required  to  be  under  the 
control  of  the  pharmacist.  That  fact  can 
be  looked  upon  as  an  apparent  anomaly, 
or  once  again,  a  valuable  opportunity  to 
stamp  an  impression  on  the  transaction 
that  differentiates  it  from  purchases  made 
in  non-pharmaceutical  outlets. 

Pharmacists  should  be  thinking  very 
hard  about  the  implications  of  medicines 
being  classified  from  POM  to  OTC  sale, 
of  which  there  are  already  two  examples. 
They  should  say  loudly  and  clearly  that 
they  are  able  and  willing  to  exert 
responsible  supervision  of  the  sales  of 
such  medicines.  The  result  could  be  a 
range  of  medicines  for  advised  sale  which 
is  exclusive  to  pharmacy. 

And  I  would  like  to  suggest  that 
community  pharmacists  should  evaluate 
the  different  categories  of  OTC  medicines 
which  can  contribute  in  different  ways  to 
their  eventual  profits.  The  traditional 
"consumer  companies"  will  increasingly 
face  a  situation  in  which  entirely  new 
products  will  be  classified  as  "Pharmacy 
only."  Those  products  will  be  backed  by 
public  advertising  and  its  "pull  through" 
effect  will  leave  less  scope  for 
recommendation.  That  is  not  to  say,  that 
there  is  no  opportunity  for  advisory 
intervention  concerning  their  safe  and 
effective  use,  which  again  adds  value  to 
the  commodity  and  increases  the  chance 
of  the  customer  coming  back  to  the 
pharmacy. 

There  is,  of  course,  another  quite 
different  category  of  product  —  the 
ethical  prescription  preparation  which  can 
be  purchased  in  the  pharmacy.  They  tend 
to  be  more  potent  products  as  would  be 


Mr  Bernard  Hardisty 

expected  from  their  prescription 
background;  they  are,  of  course, 
"Pharmacy  only"  and  carry  margins 
associated  with  ethical  companies.  The 
absence  of  advertising  may  even  add  a 
professional  cachet  to  the 
recommendatory  transaction  in  that  the 
customer  has  not  seen  the  product  "on 
the  telly"  the  night  before.  In  the  hands 
of  the  pharmacist  that  type  of  product  is 
in  every  respect  the  ideal  candidate  for 
counter  prescribing,  in  marked  contrast  to 
the  General  Sales  List  product 
recommended  by  a  counter-assistant.  In 
the  former  case  the  customer  has  two 
reasons  for  making  repeat  purchases  in 
the  pharmacy;  in  the  latter  she  may  just  as 
well  add  her  repeat  requirements  to  her 
supermarket  shopping  list. 

If  those  points  are  accepted,  then  it 
behoves  community  pharmacists  to  define 
separate  policies;  on  the  one  hand  to  meet 
public  demand  for  advertised  medicines 
and,  one  the  other,  to  exploit  the 
opportunities  of  advised  sales  in  the  most 
professionally  satisfying  as  well  as 
financially  rewarding  way. 

Pharmacist  'adds  value' 

In  both  cases  the  intervention  of  the 
pharmacist  adds  value  in  the  transaction 
—  in  the  former  case  to  compete  for  sales 
which  are  shared  with  the  supermarket,  in 
the  latter  case  to  build  and  maintain  an 
exclusive  pharmacy  franchise.  That 
situation  is,  in  an  imperfect  world, 
perhaps  the  nearest  pharmacists  can  get 
towards  the  time  honoured  selfish  aim  of 
"having  it  both  ways." 

Finally,  I  should  like  to  refer  again  to 
the  title  of  this  presentation,  "Over  the 
counter  pharmacy."  The  question  I  have 
addressed  is  not  simply  the  sale  of  OTC 
medicines  or  counter-prescribing.  It  really 
concerns  the  extension  of  the  practice  of 
pharmacy  throughout  the  whole  of  the 
premises  that  the  public  know  as  the 
"chemist's  shop."  It  also  involves 
maximising  the  profits  which  return  from 
Continued  overleaf 
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Continued  from  previous  page 


Rdlt  revieWS  —  SOme  Of  the  Extend  pharmacy 
•       11    «•      jm  j.   •■  practice  through 

pitfalls  for  the  retailer       whole  shop 


Rent  reviews  can  have  a  very  serious 
affect  on  the  profitability  of  a  business  if 
it  is  operating  out  of  leasehold  premises, 
Dennis  Reeves,  a  partner  in  the  chartered 
surveyors,  Donaldsons,  told  delegates  in 
his  paper,  "Rent  review  and  the  small 
trader." 

The  basic  principles  of  the  review  are 
that  rent  is  revised  to  the  level  the 
premises  would  fetch  if  they  were  on  the 
open  market,  without  a  tenant  at  the 
review  date.  The  lease  will  normally 
define  the  dates  of  rent  review  and  then  go 
on  to  state  how  the  matter  is  dealt  with.  It 
may  specify  that  the  landlord  must  serve  a 
notice  within  a  particular  period. 
Alternatively,  there  are  instances  where,  if 
there  is  no  requirement  for  the  landlord  to 
serve  notice,  the  tenant  is  given  the  right 
to  know  what  his  future  commitment  is, 
and  on  that  basis,  is  entitled  to  serve 
notice  on  the  landlord  himself,  requesting 
notification  of  the  proposals  as  to  rental. 
Following  such  notices,  there  is  often  a 
time  period  set  for  the  service  by  the 
tenant  of  a  counter  notice  suggesting,  for 
instance,  that  while  he  accepts  there  is  a 
rent  review,  he  denies  that  the  rental  value 
is  "X"  pounds. 

What  are  the  penalties  for  non- 
compliance by  either  the  landlord  or  the 
tenant?  A  phrase  often  incorporated  in 
leases  reading  "time  is  of  the  essence" 
should  immediately  put  a  leaseholder  on 
guard.  The  landlord  must  equally  be  on 
his  guard  because  the  courts  have  held 
that  if  time  is  of  the  essence  say,  for  the 
service  of  a  notice,  and  the  landlord  fails 
to  serve  that  notice,  then  he  is  likely  to 
lose  his  rights  to  a  rent  review  and  the 
rental  continues  at  the  previous  level.  It  is 
not  all  in  the  tenants  favour  however,  and 
the  opposite  can  apply  with  the  tenant's 
right  to  serve  a  counter  notice. 

Frequency  of  review 

The  frequency  of  review  needs  to  be  taken 
account  of.  The  courts  have  recently 
concluded  that  in  assessing  the  rental,  the 
possibility  of  a  renewal  of  the  lease  under 
the  Landlord  &  Tenant  Act  can  be  taken 
into  account. 

Value  depends  on  the  component 
parts  of  the  lease,  but  never  more  so  in 
respect  of  the  repairing  liability. 

User  restrictions  are  particularly 
important  where  they  exist  of  course.  If 
the  use  of  the  premises  is  merely  restricted 
to  Class  I  retail  (ie  shops),  then  it  is 
unlikely  there  will  be  much  to  go  on. 
However,  particularly  in  the  case  of  the 
pharmacist,  if  he  has  a  restriction  limiting 


the  use  only  to  say,  prescriptive  chemist 
and  ancilliary  goods,  then  he  really  have 
something  to  play  on.  Bear  in  mind  that 
pharmacy  is  one  of  the  few  businesses 
where  usually  the  tenant  has  to  be,  or  at 
least  has  to  employ,  highly  trained 
professional  staff  by  way  of  the 
pharmacist  with  higher  overheads  as  a 
result.  But  if  the  lease  restricted  the 
number  of  pharmacies  in  the  area  to  one 
then  he  could  expect  to  pay  a  higher 
rental. 

Carrying  out  improvements 

What  about  the  question  of 
improvements?  Considerable 
improvements  (not  repairs)  to  the 
premises  occupied  may  have  been  carried 
out.  If  there  is  no  specific  exclusion  of 
improvements  from  the  formula  for  rent 
review,  then  although  the  tenant  may 
have  provided  all  the  capital  for  those 
works,  he  is  still  liable  in  the  absence  of 
requirement  to  the  contrary,  to  pay  the 
rental  value  of  those  improvements. 

Finally,  the  value  itself  is  based  on  all 
of  the  terms  of  the  lease  as  it  stands. 
There  is  a  vast  difference  between  the 
value  of  premises  which  there  is  no  right 
to  assign  or  sublet,  as  opposed  to  those 
which  can  be  assigned. 

If  I  have  given  the  impression  that  a 
tenant  should  be  very  careful  before 
deciding  to  tread  the  ground  of  "rent 
review"  himself  then  I  have  at  least  got 
across  the  right  point.  The  question  of 
rent  reviews,  particularly  in  respect  of 
commercial  premises,  is  a  highly  complex 
matter  and  needs  to  be  handled  by  a 
person  experienced  in  these  affairs. 

I  put  the  proposition  that  a  surveyor  is 
really  necessary  in  these  matters.  ■ 
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practising  community  pharmacy  in  that 
wider  sense  —  serving  a  whole  range  of 
local  health  care  needs,  some  paid  for  by  1 
the  Government  and  some  directly,  by  the! 
customer. 

The  pharmacist's  skill  and  knowledge 
should  be  applied  in  every  health  care 
transaction.  In  that  way  they  should 
exploit  the  trends  towards  self 
medication,  but  do  so  in  a  professional 
and  ethical,  as  well  as  commercial 
manner. 

It  would  allow  us  to  say  in  answer  to 
Dr  Gerard  Vaughan,  The  question  to  be 
asked  is  not  so  much,  "What  is  the  role  of 
the  community  pharmacist?"  —  which 
tends  to  compare  hospital  practice  with 
chemist's  shop  dispensing  —  but  "what  is 
the  present  and  future  role  of  community 
pharmacy?"  (Mr  Hardisty  had  earlier 
commented  on  the  recollection  by  the 
Pharmaceutical  Society's  president,  Colin 
Hitchings  at  the  recent  BP  Conference,  of 
Dr  Gerard  Vaughan's  questionning  of  the 
community  pharmacist's  role  at  last 
year's  Conference). 

The  answer  to  that  question  has 
always  been  a  very  important  role, 
providing  pharmacists  put  their  personal 
and  professional  stamp  on  every 
transaction  involving  medicines,  and  earn 
their  rewards  from  practising  pharmacy  in 
its  widest  sense  and  across  the  full 
spectrum  of  health  care. 

Other  points  mentioned  by  Mr 
Hardisty  in  his  projection  of  "the  total 
premises  concept"  included  a  reversal  or 
modification  of  the  trend  to  the 
supermarket-type  of  pharmacy  layout  and 
the  positioning  of  mechanical  labellers 
outside  the  dispensary.  ■ 
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Delegates  at  one  of  the  conference  sessions 
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8tatone 
Tonic 

The  extra  help 
they  need. 

When  your  customers  are  feeling  run- 
down or  recovering  from  illness, 
METATONE  is  just  the  tonic  to 
recommend. 

Its  unique  vitamin  and  mineral  formula 
speeds  recovery  after  illness  and  helps  to 
"pick-you-up"  That's  why  doctors 
prescribe  fvlETATONE  more  than  any 
other  tonic. 

Metatone 


1 


The  extra  help 
they  need. 
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Wamin-mineral  formula 
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A  few  days  later:  this  side  still  had  an  awful  lot  of  shampoo 
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d  half  with  NEW  enriched  Head  &  Shoulders. 
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\  on  the  new  enriched  Head  &  Shoulders  side;  completely  clear. 


As  the  half  shelf  test  proves,  this  new,  rich  and 
creamy  formulation  of  Head  &  Shoulders,'  with  its 
attractive  new  perfume,  is  not  only  effective  at 
clearing  dandruff,  it's  now  more  effective  at  clearing 
your  shelves. 

In  fact,  in  test  market  it  even  out-sold  previous 


Head  &  Shoulders -the  market  leader. 

So  this  Autumn  stand  by  for  the  national  launch. 
With  its  massive  new  TV  and  promotional  campaign, 
enriched  Head  &  Shoulders  will  be  fast  off  your 
shelves  and  fast  making  profits. 

'AVAILABLE  IN  GREASY  AND  NORMAL/ DRY  FORMULATIONS. 


Fever 

Headache 

Aches  and  pains 

Water/  eyes 

Nasal  and 
sinus  congestion 

Sneezing 

Runny  nose 

Cough 

Sore  throat 


A  unique  package  of  symptoms 
demands  a  unique  package  of  relief 


New  Comtrex  is  a  breakthrough  from  Bristol-Myers,  one  of 
the  world's  top  ten  pharmaceutical  companies. 

Comtrex  is  formulated  to  relieve  all  the  major  symptoms 
of  coughs  and  colds  and  will  receive  full  television  advertising 
support. 

Comtrex  contains  paracetamol  to  reduce  headache,  pain 
and  fever  phenylpropanolamine  HCI  to  clear  sinuses  and  nasal 
passages  and  chlorpheniramine  maleate  which  relieves  sneezing 
and  a  runny  nose  with  minimal  sedative  and  gastro-intestinal 
side-effects. 

With  the  highly  effective  antitussive,  dextromethorphan 
HBr  (selected  as  an  alternative  to  codeine  to  reduce  the  risk  of 
sedation),  the  Comtrex  tablet  adds  up  to  a  unique  package  of 
daytime  relief.  But  Comtrex  is  also  available  in  capsule  and  liquid 
form  to  suit  your  customers'  needs  at  any  time  -  day  or  night. 


NEW 


COMTREX 


BRJSTOL-MYEKS  PHARMACARE* 


Bristol-Myers  Pharmacare  Bristol-Myers  Pharmaceuticals,  a  division  of  Bristol-Myers  Co  Ltd .  Station  Road.  Langlev.  Slough  SIS  6EB  *  Trademark.  Authorised  User  Bristol-Myers  Co  Ltd  ©  1983  Bristol-Myers  Co  Ltd. 
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Care  of  the  incontinent  — 
pharmacists  criticised 


The  role  of  the  pharmacist  in  the 
"domicilary  care  of  the  urinary 
incontinent"  is  singularly 
undistinguished,  David  Mair,  non 
executive  director  of  Unichem,  said  in  his 
paper  of  that  title.  As  supplier  of  much  of 
the  material,  the  pharmacist  ought  to 
contribute  considerably  more  to  improve 
the  standard  of  support  for  the  sufferer, 
he  said. 

The  fact  is  that  the  problem  of  urinary 
incontinence  is  still  very  far  from  being 
resolved  due  to  many  factors.  Ignorance, 
apathy,  lack  of  appropriate  training  and 
inadequate  facilities  all  contribute  to  an 
inability  to  articulate  a  proper  response  to 
this  demoralising  condition.  There 
appears  to  be  very  little  joint  involvement 
on  the  part  of  the  health  care  professions. 
There  is  also  a  distinct  lack  of 
information  because  there  is  little  or  no 
apparent  adequate  teaching. 

The  full  extent  of  the  problem  is 
therefore  extemely  difficult  to  determine. 

It  is  estimated  that  some  £36  million 
per  year  is  spent  by  the  NHS  on  products 
for  the  incontinent  of  which 
approximately  £24  million  is  spent  on 
pads  and  pants.  In  addition  to  this  there  is 
an  unknown  sum  spent  on  products  not 
available  from  NHS  resources. 

Find  the  cause 

Urinary  incontinence  is  a  symptom.  There 
is  always  a  cause  to  be  diagnosed  and 
there  are  many.  In  stress  incontinence  for 
example,  there  is  a  deficiency  in  the 
closure  mechanism  of  the  bladder.  Each 
time  the  patient  coughs,  laughs  or  sneezes 
there  can  be  leakage. 

The  importance  of  assessment  cannot 
be  overstated.  In  practical  terms  if  proper 
assessment  is  not  carried  out  this  can 
mean  a  patient  being  admitted  to  hospital 
and  if  no  one  bothers  to  ask  if  he  or  she 
needs  to  urinate  at  night,  the  patient  may 
well  wet  the  bed  and  be  treated  as 
incontinent.  And  the  same  principle 
applies  in  the  home. 

Management 

The  object  of  management  should  be  to 
keep  the  patient  independent  and  dry  with 
dignity  no  matter  whether  in  the  home, 
hospital  or  other  institution.  Indeed  it 
might  be  more  appropriate  to  describe 
management  of  the  problem  as 
"promoting  continence."  This  would 
emphasise  the  more  positive  approach  of 
prevention.  Management  can  be  by 
prevention,  by  habit  retraining  and  by 
protective  clothing  and  material. 


Paul  Preston  (left)  and  David  Mair 


Pharmacist's  role? 

For  the  first  time  recently  there  was  a 
national  advertising  campaign  mounted 
by  Unichem  pointing  out  that  the 
pharmacist  was  in  a  position  to  meet  the 
needs  of  incontinence  sufferers. 

Our  education  on  this  topic,  in 
common  with  other  health  care 
professions,  is  sadly  lacking  both  at 
undergraduate  and  at  post-gradaute 
levels.  The  industry  does  little  to 
encourage  seminars  with  a 
pharmaceutical  involvement.  Although, 
as  suppliers  of  the  product,  we  ought  to 
be  able  to  give  authoritative  advice  on 
these  items  in  exactly  the  same  way  as  is 
expected  of  us  in  respect  of  medicines.  It 
is  vital,  therefore,  that  much  more  more 
information  and  reference  material  be 
made  available  to  the  pharmacist  in  order 
to  allow  him  to  fulfill  his  advisory  role 
adequately. 

Laudable  though  the  Unichem 
advertisement  was  in  trying  to  link  the 
pharmacist  with  the  sufferer,  it  is  my 
opinion  that  the  main  thrust  of  the 
pharmacist's  initiative  ought  to  be 
directed  more  to  the  community  nurse.  It 
is  she  who  is  in  the  forefront  of  dealing 
with  the  problem  in  the  home.  It  is  she 
who  has  to  deal  directly  with  the  patient 
and  it  is  with  her  that  the  pharmacist 
ought  to  cooperate  to  a  far  greater  extent 
in  ensuring  that  the  most  suitable  product 
for  the  patient  is  supplied.  Much  more 
could  be  done  both  nationally  and  locally 
in  establishing  a  meaningful  dialogue  in 
this  field  between  pharmacist  and 
community  nurse. 

The  need  for  continence  is  a  basic 
human  need  and  a  much  greater  effort 
toward  meeting  this  need  is  necessary  on 
the  part  of  the  health  care  professions 
generally  and  of  pharmacy  in  particular. 

Paul  Preston,  senior  product 
manager,  Smith  &  Nephew  gave  a  full 
evaluation  and  assessment  of  the  products 
available  as  part  II  of  the  paper. 


Pharmacists  help  in  post- 
marketing surveillance 

In  "Perspectives  on  H:  receptor 
antagonists",  Patrick  Temple,  senior 
product  manager  at  Smith  Kline  &  French, 
described  the  development  of  of 
cimetidine  and  the  advent  of  ranitidine. 
He  included  in  his  paper  details  of 
Tagamet's  post-marketing  surveillance. 

In  the  UK,  the  scheme  is  entirely  run 
and  supervised  by  four  consultants. 

Prescriptions  for  Tagamet  were 
notified  by  retail  pharmacists  in  three 
centres  and  the  Prescription  Pricing 
Bureau  in  one  centre.  The  prescribing 
practices  were  visited  to  record 
demographic  data  and  details  such  as  the 
date  of  the  first  course  of  the  drug  and 
indication  for  treatment.  A  "control"  of 
the  same  sex  and  in  the  same  10-year  age 
group  was  selected  at  random  from  the 
practice  notes.  Somewhat  over  a  year 
later,  the  practice  was  visited  again  and  all 
events  associated  with  hospital  admission, 
outpatient  referral  or  death  were 
recorded. 

The  Committee  on  the  Safety  of 
Medicines,  the  Pharmaceutical  Society, 
local  ethical  and  other  committees  and 
every  individual  doctor  and  pharmacist 
involved  had  to  give  their  consent  before 
research  assistants  could  be  recruited. 

The  results  of  the  scheme  so  far  have 
confirmed  the  lack  of  medium-frequency 
serious  side-effects  of  Tagamet.  It  would 
have  been  nice  to  have  these  negative 
findings  a  few  years  earlier  but  similar 
schemes  could  be  started  much  more 
quickly  now  there  is  a  precedent. 


Workshop  sessions 


The  script  and  VAT  returns  produced  by 
pharmacies  were  used  by  Ray  Monaghan, 
Unichem  finance  director,  as  the  basis  for 
developing  management  accounts,  annual 
profit  and  loss  and  cash  flow  in  the 
workshop  sessions. 

Delegates  then  developed  ideas  for 
improving  both  profits  and  cash  flow  with 
a  variety  of  techniques,  all,  or  some  of 
which,  would  be  suitable  for  every 
pharmacy,  Mr  Monaghan  said. 

Clawback  and  tax 

John  Cropper,  one  of  the  delegates 
commented:  "Not  only  did  the  workshop 
help  to  improve  my  business,  I  even  learnt 
the  best  way  to  treat  the  clawback 
surcharge  for  taxation  purposes." 

Provision  was  also  made  for  any  of 
the  delegates  to  consult  privately  with 
independent  experts  on  banking,  law, 
insurance,  pensions  and  property. 
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UNICHEN  CONVENTION 


Challenge  to  pharmacists  — 
Think  nutrition' 


In  presenting  his  paper  "Proprietary 
medicine  —  the  practical  issues  of 
developing  a  major  brand,"  Fison's  sales 
director  of  Barrie  Atkinson,  spoke  rather 
to  a  subtitle  "Why  the  pharmacist  should 
think  that  nutrition"  and  set  out  the 
opportunities  for  the  pharmacist  to  advise 
on,  and  sell,  vitamin  and  multivitamin 
products.  He  challenged  pharmacists  to 
be  actively  seen  to  give  direction  or  allow 
the  market  to  follow  the  whims  of 
whoever  does  take  the  lead. 

Mr  Atkinson  commented  on  the 
significant  numbers  of  people  already 
actively  using  these  products,  the 
nutritional  case  for  the  benefits  of  vitamin 
supplementation,  the  role  of  Government 
in  fostering  vitamin  usage  and  the 
developing  medical  interest  in  special 
treatment  areas. 

A  trade  audit  of  purchasing  habits  in 
1982  showed  that  23  per  cent  of  all  adults 
in  the  UK  (12.5  million  people  of  which  7 
million  are  women)  claimed  to  take  a 
vitamin  preparation  in  1982,  compared 
witn  US  usership  in  the  mid  40  per  cent 
level.  This  is  not  to  suggest  that  similar 
levels  will  be  reached  in  the  UK,  but  it 
does  indicate  the  willingness  of  a 
population  as  a  whole  to  accept  such  an 
apparently  alien  concept  as  taking  a 
regular  daily  tablet,  in  addition  to  the 
necessity  of  normal  foodstuffs. 

The  main  reasons  for  taking  a 
multivitamin  preparation  according  to 
recent  research  by  Fisons  are:  to 
supplement  diet;  because  of  depression; 
to  maintain  health;  to  aid  recovery  from 
illness  or  an  operation;  to  keep  coughs 
and  colds  at  bay;  to  give  extra  energy  or 
use  as  a  pick-me-up,  and  because  of  poor 
appetite. 

Vitamin  users  would  like  more 
guidance,  and  particularly,  would  like  a 
better  understanding  of  the  rationale  for 
taking  vitamins.  Pharmacies  account  for 
70  per  cent  of  all  sales,  health  food  shops 
27  per  cent  with  the  remaining  3  per  cent 
going  to  grocers. 

The  implication  is  that  the  pharmacist, 
as  the  sole  professional  in  that  group,  will 
be  looked  on  to  offer  sound,  respectable 


advice  —  The  absence  of  that  advice 
could  inevitably  lead  to  the  drift  of  the 
product  away  from  pharmacy. 

Mr  Atkinson  explained  that  daily 
nutrient  intakes  for  groups  of  people  were 
calculated  in  various  Recommended 
Dietary  Allowance  tables.  He  then 
showed  that  although  average  household 
food  purchases  have  a  nutrient  level  well 
above  the  safety  line,  deficiency  diseases, 
or  a  reduction  in  vitamins  stores,  may 
actually  occur  with  increasing  frequency 
in  affluent  societies  as  a  result  of  illness, 
periods  in  hospital,  personal  choice  of  an 
exotic  unbalanced  diet,  or  a  change  to  a 
high-exercise  routine  coupled  with  a  low 
diet.  Mr  Atkinson  then  listed  the 
categories  of  people  in  risk  areas  and  who 
may  require  vitamin  supplementation  as 
per  the  British  Code  of  Advertising. 

The  Government  takes  a  very  active 
role  in  the  vitamin  diet  of  the  nation,  Mr 
Atkinson  went  on.  It  issues  RDA  tables 
and  insists  on  additions  of  nutrients  to 
basic  foodstuffs. 

There  is  also  a  use  of  vitamins  by  the 
medical  team  which  goes  beyond  basic 
nutrition  into  a  use  equivalence  to  drug 
therapy.  The  physiological  use  of  the 
vitamins  may  none  the  less  be  nutritional 
but  the  diagnosis,  chemical  evaluation, 
and  desired  effect  is  in  line  with  standards 
used  in  therapeutics. 

Search  for  information 

Coming  back  to  the  role  of  the  pharmacist 
in  this,  who  is  available  to  guide  the 
individual  in  his  search  for  information? 
Dieticians  could  but  they  are  not  available 
in  the  community.  So  surely  it  is  the 
pharmacist  who  is  seen  to  carry 
responsibility  for  the  community  health 
on  such  matters.  It  may  not  be  fair  to 
expect  him  to  assume  yet  another 
specialist  skill  but  without  the  pharmacist, 
consumers  are  left  with  limited 
opportunity  for  guidance. 

The  challenging  issue,  therefore,  is 
that  as  a  pharmacist  you  are  not  equipped 
to  give  advice  on  vitamins.  Nutrition  is 
not  part  of  your  training  syllabus.  The 
lack  of  this  subject  in  your  syllabus  is  even 


Nicholas  Laboratory's  marketing 
manager  John  Alway,  introducing  a 
paper,  'Aspects  of  the  personal 
hygiene  market,'  jointly  presented  with 
Jeff  Morgan,  chemist  divisional  sales 
manager  for  Cussons  (UK)  Ltd  and  Ed 
Brown,  Southern  accounts  divisional 
manger  of  Colgate-Palmolive.  John 
Alway  looked  at  the  treatment 
shampoo  market,  the  deodorant 
market  and  the  bath  additives  market, 
giving  market  sizes,  brand  shares  and 
showing  examples  of  current 
television  advertising;  Jeff  Morgan  did 
the  same  for  the  £80m  soap  market, 
while  Ed  Brown  concentrated  on  the 
oral  hygiene  market  with  additional 
emphasis  on  the  educational  role  played 
by  manufacturers.  The  message  in  all 
three  papers  was  '.  . .  Stay  with  the  brand 
leaders,  they  really  do  pay  off.' 


more  surprising  because  of  your  other 
major  professional  and  commercial  role 
in  child  health  and  feeding. 

The  need  I  have  presented  is  for  the 
pharmacist  to  take  a  positive  role  in  the 
sound  development  of  this  major  national 
market,  to  ensure  that  his  actions  are 
based  on  sound  nutritional  principles  as 
applied  to  identifiable  risk  groups.  This 
will  require  a  positive  attempt  at  data  and 
information  assimilation,  and  a  desire  to 
expand  knowledge  into  the  nutrition  area. 

The  involvement  of  the  pharmacist, 
who  once  again  may  feel  he  is  being  urged 
to  come  out  from  behind  the  counter,  can 
be  restricted  quite  properly  to  guidance 
and  training  for  himself,  and  the 
willingness  of  his  staff  to  offer  the 
consumer  a  positive  rationale  for  his 
multivitamin  needs.  ■ 


Please  write  or  phone  for  Coloured  Brochure  —  Price  List. 

Sales  Home  and  Export-Ring  QT  -  "736  2194/736  2397 


71/71bGOWAN  AVENUE. 
FULHAM  SW6  6RJ.  LONDON.  ENGLAND 


578 


Chemist  &  Druggist  1  October  1983 


ADVERTISEMENT 

PHOTOFACTS 


Mail  order  D&P  losing  ground 


Photoprocessing,  according  to 
Colourcare  Marketing  Director,  Tony 
Dorman,  has  been  a  battleground  long 
enough.  "In  recent  years,"  he  says, 
"retailers  have  been  fighting  the  dramatic 
growth  of  mail  order  D&P  with  a  good 
deal  of  success.  In  fact,  whilst  mail  order 
had  over  50%  of  the  market  in  1980,  its 
share  is  now  down  below  40% . " 
Tony  Dorman  speaks  with  the 

Long-term  security 
for  retailers 

A  national  lab.  network  of  that  size  is  an 
invaluable  asset  when  you  happen  to  be 
servicing  some  7,500  independent  retail 
outlets.  What  it  actually  provides,  of 
course,  is  a  copper-bottomed  assurance  of 
service  on  a  totally  consistent  basis,  unlike 
those  companies  attempting  to  offer  a 
national  retail  or  mail  order  service  from 
one  or  two  labs. 

When  one  also  appreciates  that  there 
are  over  250  Colourcare  delivery  vehicles 
emanating  from  these  labs.,  the 
company's  claims  to  ensure  the  long-term 
service  security  so  vital  to  their  retailers 
assume  a  lot  of  validity. 

Needless  to  say,  no  D  &  P  service 
could  survive  without  an  acceptable  level 
of  quality  in  the  end  product.  Despite  the 
massive  volume  of  prints  passing  through 


The  Colourcare  kiosk,  designed  to  provide 
retailers  with  a  focal  point  for  D&P. 


knowledge  that  his  company  is  now  the 
largest  independent  photoprocessing 
organisation  dealing  exclusively  with  the 
retail  trade.  Colourcare  have  no  British 
mail  order  interests  and  no  controlled 
retail  outlets.  All  their  investment  goes  to 
the  independent  retail  trade.  With  14 
laboratories  throughout  the  U.K.,  they 
can  well  do  without  diverting  their 
energies. 

their  labs,  every  year,  Colourcare  have 
maintained  a  high  quality  of  print 
reproduction  as  a  result  of  heavy 
investment  in  people  and  equipment.  It 
takes  a  sizeable  company  to  be  able  to 
make  the  kind  of  investment  needed, 
especially  in  the  light  of  continuing 
developments  like  disc  film. 

Only  5%  growth 
forecast 

A  spokesman  for  Colourcare  gives 
retailers,  mainly  chemists,  major  credit 
for  the  part  they  have  played  in  eroding 
mail  order's  market  share,  particularly,  he 
states,  "through  adopting  some  very 
positive  attitudes  towards  the  sale  of 
photofinishing  services".  If  retail  growth 
is  to  continue  on  a  significant  scale, 
however,  it  must  still  be  at  the  expense  of 
mail  order,  since  the  total  projected 
market  growth  stands  at  only  5%  per 
annum. 

Naturally,  retailers  would  accept  that 
they  need  the  support  of  their 
photofinishers  if  they  are  to  increase  the 
volume  of  their  D&P  turnover,  which 
Colourcare  consider  should  average  10% 
of  the  total  turnover  of  any  M.P.S.  (and  a 
good  deal  higher  for  photographic 
specialists). 

Colourcare  themselves  have  long 
recognised  that  effective  merchandising 
throughout  their  dealers  is  a  function  they 
are  required  to  fulfil  as  part  of  their 
overall  promotional  role.  In  fact,  sheer 
weight  and  nature  of  support  is  a  prime 
reason  for  the  extraordinary  rate  of 
expansion  currently  being  enjoyed  by 
Colourcare. 


The  strength  of  the 
retail  market 

Colourcare  are  only  too  aware  that  their 
own  development  is  wholly  dependent 
upon  D&P  developments  within  the 
retail  trade.  In  recent  years,  as  it  happens, 
the  company's  growth  has  been  fairly 
radical  and  dramatic.  The  amalgamation 
of  United  Photographic  Laboratories, 
Napcolour  and  Tyne  Colour  which  took 
place  last  year,  has  given  immense 
strength  to  the  newly  born  Colourcare, 
but  the  company  insists  that  their  strength 
is  due  simply  to  the  support  they  have 
been  given  by  the  retail  trade.  In  fact,  as 
with  most  industries  serving  retailers, 
support  is  a  two-way  thing.  If  the 
relationship  between  supplier  and  dealer  is 
good  enough  for  each  to  play  their  part 
effectively,  that  is  the  best  of  all  possible 
worlds. 


Colourcare  have  regular  training 
programmes  for  dealer  staff,  covering 
D&P  and  the  company  's  products. 


Service  is  a  local 
commodity 


There  is  an  awful  lot  of  talk  about  service 
levels  in  the  D  &  P  business,  but  through 
all  the  promises  one  stark  fact  emerges. 
Service  on  a  national  scale  depends  upon 


having  resources  of  such  a  size  and  so 
effectively  spread  that  they  can  serve  the 
needs  of  any  and  every  local  community. 
That  is  the  real  significance  of 
Colourcare's  size ,  as  we  said  earlier.  It 
enables  the  company  to  offer  all  U.K. 
retailers,  whatever  their  location,  a 
comprehensive,  reliable  D&P  and 
product  service,  including  reprints, 
enlargements  and  a  very  attractive  range 


of  gift  items. 

Any  pharmacy  or  drugstore  seeking 
an  increase  in  its  D  &  P  turnover  would 
do  well  to  contact  Colourcare.  They  can 
do  so  through  their  local  laboratory,  or 
by  writing  for  an  introductory  brochure 
to  the  Colourcare  service,  available  from 
Don  Carlile  at  Head  Office.  Colourcare 
International,  Long  Close,  Downton, 
Wilts.  SP5  3HS.  Phone  0725  20385. 


Item  VALIUM  2M<3    TABLETS  ' 

>IMIll  IM 

Dosage  ONE   TO  BE   TAKEN   TWICE  A  DAV* 


LAST  ITEM 


Harnina  Message :  ALCOHOL 


Based  on  the  Park  System, 
Macarthys  Choice  is  quite  simply  the 
most  advanced  Microcomputer/Label 
Printer  package  available. 

Designed  and  priced  with  the 
user  in  mind,  Choice  features 
a  Sharp  MZ80A  microcomputer  f 
with  integrated  keyboard, 
VDU  and  cassete  tape  unit.  It  is 
powerful,  compact  and  great  fun  to  use 

'Work  station'  support  is  provided 
by  the  advanced  Epson  RX80  printer. 
Regarded  as  the  printer  most  suited  • 
for  pharmacy,  the  RX80  is  reliable, 
fast  and  equally 
efficient  for 
label  printing, 
forms  and  word 
processing. 


:  :  ^  \  WW 


Choice  is  a  system  based  on 
options,  nothing  is  left  to  chance; 
equipment  counts  for  little 
without  the  right  user  level 
of  professional 
software.  The  Choice 
system  offers  to 
provide  a  full  range 
of  software  tailored 
:o  the  everyday  running 
modern  pharmacy. 
Prescription  Labelling,  VAT,  Stock 
Control,  Book  Keeping,  even  Word  Pro- 
cessing are  available  to  help  make 
running  a  pharmacy  easier  and  more 
efficient.  . 

Most  topical  of  the  Choice  ^ 
software  options  is  the  Prescription 
Labelling  Program  which  allows  up 
to  1000  nominated  drugs  to  be  held 
on  file,  complete  with  their  PIP  Codes. 

The  VDU  clearly  shows  every  item 
as  it  is  selected,  provides  full  user  prompi 
and  allows  easy  correction  of  input  error 


.,  5ml.  per  day 


Pre-set  dosage  warnings  can  be  set 
on  the  labels,  individual  warnings  can 
also  be  added. 

The  entire  program  can  be 
easily  mastered  by  a  'beginner'  in  a 
matter  of  hours  and  produce  up  to 
twelve  easy  to  read  prescription 
labels  every  minute. 

Choice  is  unique;  the  computer 
whilst  finely  configured  to  pharmacy 
|  functions  is  not  totally  dedicated 
to  those  functions,  it  can  be  used 
for  many  purposes.  It  will  even 
play  computer  games. 

Choice  is  more  than 
just  technology,  Choice  is  a 
concept.  Choice  gives  you 
I  the  options  to  suit 
I      B  your  business  needs. 
This  concept  is  soon 
•  to  be  expanded  with 
the  scheduled  introduction  of 
a  second  and  equally  powerful 
computerised  package  - 


A  Portable  Data  Terminal*  and  full 
support  software. 

Configured  for  fast 
and  direct  ordering 
this  efficient  system 
will  input  data  from 
both  PIP  and  Bar  Codes. 

Invest  in  Choice  and  you'll  be 
investing  in  a  system  with  exciting 
growth  potential,  a  potential  that 
Macarthys  will  continue  to  explore, 
developing  new  programs  and  ideas 
based  upon  your  -  the  customer's  need 
and  experiences. 


choice 


ore  than  just  technology 


Presently  completing  trials.  Available  early  1984 


COUNTERPOINTS 


National  launch  for  Contour  —  Sanpro 
Lilia's  first  applicator  tampon  Vantage 


Lilia-White  have  formally  launched 
Contour,  the  round-ended  applicator 
tampon  with  which  they  expect  to 
challenge  Tampax's  current  lead  in  the 
sector  (see  C&D  August  27). 

Contour  goes  national  immediately  — 
compared  with  the  restricted  test  market 
of  a  similar  product  announced  recently 
by  Tampax  (see  C&D  September  17)  — 
and  will  be  backed  by  an  £850,000 
women's  Press  advertising  campaign  with 
the  copy  line  "Dr  Whites'  Contour  —  a 
bit  better  all  round". 

Lilia-White  point  out  that  the  rounded 
end  of  Playtex  tampons  was  liked  by 
consumers  but  the  non-flushable 
applicator  and  inclusion  of  a  deodorant 
were  against  the  product  —  which  was 
withdrawn  in  March  1982  after  two  years 
on  the  market.  Contour  overcomes  these 
disadvantages. 

Widthways  expansion 

In  addition  to  the  rounded  end,  Contour 
features  the  "widthways  only"  expansion 
of  Lil-lets.  The  cardboard  applicator  is 
fully  flushable  and  there  is  a  moisture- 
proof  over-wrap  in  pastel  colours.  During 
research,  82  per  cent  of  existing  applicator 
tampon  users  preferred  the  product,  and 
Contour  has  also  been  successfully 
submitted  to  the  —  not  yet  obligatory  — 
tests  recommended  by  the  Department  of 
Trade  to  demonstrate  pre-market 
evidence  of  product  safety. 

Contour  is  available  in  both  regular 
and  super  absorbancies  and  is  packed  in 
10s  and  30s  with  anticipated  retail  prices 
in  line  with  those  currently  being  charged 
for  Tampax  at  retail. 

The  launch  will  be  supported  by  an 
extensive  radio  campaign,  using 


Framed  —  by  Fuji! 


For  Autumn  Fuji  are  running  a  free 
enlargement  offer  for  purchasers  of  twin 
packs  of  Fujicolor  HR  film,  available  in 
both  24  exposure  1 35  and  1 10  sizes. 

Every  twin  pack  includes  a  voucher 
offering  a  free  5  x  7in  colour 
enlargement  in  a  stand-up  card  mount 
from  any  one  Fujicolour  HR  negative. 
Hanimex  (UK)  Ltd,  Faraday  Road, 
Dorcan,  Swindon,  Wilts  SN3  5HW. 


For  blow  drying 


St  Clair's  Blo-tex  (£0.75)  is  a  specially 
formulated  conditioning  lotion  for  use 
when  blow  drying  black  hair.  The  lotion 


Contour  is  available  in  regular  and  super 
absorbancies  in  10s  and  30s 

40-second  commercials,  starting  on 
November  21 .  To  encourage  sampling, 
launch  packs  feature  a  money-off-next- 
purchase  coupon  —  which  can, 
unusually,  be  redeemed  against  any  brand 
of  tampon  (an  indication  of  Lilia-White's 
expectation  of  repeat  purchase).  Half-a- 
million  leaflets  available  at  point  of  sale 
invite  consumers  to  send  for  a  sample 
pack  of  five  tampons,  plus  a  20p-off-next- 
purchase  coupon. 

Lilia-White  say  that  tampons 
currently  represent  41.4  per  cent  of  units 
sold  —  £40m  out  of  the  £103m  estimated 
total  sanpro  market  in  1983.  The  tampon 
sector,  they  say,  further  breaks  down  into 
£23. 5m  on  applicator  products  and 
£16. 5m  non-applicator.  In  the  January  to 
June  1983  period  Lil-lets  claim  a  39.3  per 
cent  share. 

Lilia-White  also  say  that  independent 
pharmacies  have  55.2  per  cent  of 
"chemist  sector"  (but  excluding  Boots) 
sales,  with  other  multiples  taking  13.8  per 
cent  and  drug  stores  (including 
Wool  worths)  31  per  cent.  Lilia-  White 
Ltd,  Alum  Rock  Road,  Birmingham  B8 
3DZ. 


gives  hair  control,  bounce  and  shine,  says 
the  company. 

It  has  been  formulated  for  use  on 
chemically  processed  hair  (eg  straightened 
or  rearranged)  and  for  use  with  hot  tongs 
and  brushes.  Blo-tex  can  also  be  used  as  a 
setting  lotion  if  the  hair  is  extremely  dry 
to  give  a  set  control  and  shine.  St  Clair's, 
55  Bryanston  Street,  Marble  Arch, 
London  Wl. 


All  Clear  ingredient 


All  Clear  shampoo  is  "the  only  leading 
shampoo  to  include  Octopirox"  say  Elida 
Gibbs.  Octopirox  is  not  exclusive  to  the 
shampoo  as  previously  stated  (C&D, 
September  10,  p420). 


additions  to 
; range 

Vestric  have  launched  a  new  range  of 
sanpro  products  under  the  Vantage  label 

—  press  on  regular  (£0.35),  super  (£0.37), 
super  plus  (£0.40)  and  mini  pads  (£0.25) 
in  packets  of  10.  Panty  liners  are  in 
packets  of  30  (£0.59). 

To  back  the  pharmacist's  large  share 
of  this  growing  market  —  estimated  to 
have  grown  at  an  average  one  per  cent  a 
year  since  1978  —  Vantage  have  produced 
different  brightly-coloured  packs  for  each 
of  the  new  products. 

The  press  on  towel  has  always  been 
one  of  the  best  sellers  on  Vestric's  lists, 
says  marketing  manager  John  Kerry,  on 
the  strength  of  its  quality.  The  same 
manufacturer  has  produced  the  additions 
to  the  range  to  the  same  high 
specification.  Inquiries  to  any  Vestric 
branch  or  Vestric  Ltd,  West  Lane, 
Runcorn,  Cheshire  WA7 2PE. 

Ever  Ready  woo  kids 
and  stockists 

The  1983  Ever  Ready  torch  display 
competition  is  two-tiered,  offering  instant 
cash  prizes  to  Ever  Ready  battery  and 
torch  stockists  and  a  national  painting 
competition  for  children  who  buy  Ever 
Ready  products. 

All  retailers  who  take  part,  whether 
they  win  or  lose  on  an  instant  cash 
scratchcard  competition,  can  be  included 

—  via  a  slogan  competition  —  in  a  prize 
draw  for  £1 ,000  and  the  Ever  Ready  cup. 
The  torch  display  pack  containing  show 
cards,  scratchcards  and  posters  is 
available  from  the  company's 
representatives. 

The  children's  painting  competition  is 
in  three  age  groups,  each  offering  a  first 
prize  of  a  trip  for  four  to  Legoland  Park 
in  Denmark,  100  Skytime  clock  radios 
will  be  given  to  runners-up,  and  every 
entrant  will  receive  a  free  cinema  ticket. 
Closing  date  for  both  competitions  is 
November  18.  Ever  Ready  (GB)  Ltd, 
Berec  House,  1255  High  Road, 
Whetstone,  London  N20  0EJ. 


For  the  handbag . . . 


Handbag  size  cans  of  Sunsilk  hairspray 
(70ml,  £0.29)  are  available  nationally 
during  October  while  stocks  last.  A  card 
display  outer  holds  30  cans  of  the  four 
variants  —  normal,  greasy,  dry  and  fine 
flyaway.  Elida  Gibbs  Ltd,  Hesketh 
House,  Port  man  Square,  London  WIA 
1DY. 
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Sooner  or  later, 
omeone  will  come  up 
with  a  product  that 
makes  conventional 

anti-dandruff 


COUNTERPOINTS 


Airwick  Maxifresh 
in  four  fragrances 

Maxifresh  is  the  latest  addition  to  the 
Airwick  air  freshener  range  with  support 
to  the  tune  of  £1.5m  promised. 

Available  in  four  fragrances  —  April 
fresh,  country  fresh,  citrus  fresh  and  anti- 
tobacco  —  Maxifresh  is  claimed  to  have  a 
new-style  "stearate"  base  that  carries  up 
to  treble  the  fragrance  load  and  ensures  it 
evaporates  at  a  constant  rate. 

The  plastic  units  (£0.69)  come  in 
cartons,  each  one  carrying  a  money  back 
guarantee  should  the  unit  fail  to  provide 
the  purchaser  "consistent  freshness  for  at 
least  30  days." 

A  £1  million  plus  advertising 
campaign  together  with  "strong  in-store 
promotional  activity"  will  support  the 


A  "stearate"  base  is  said  to  give  the 
Maxifresh  treble  the  fragrance  load 

launch.  Airwick  estimate  the  air  freshener 
market  stands  at  £20m  rsp  and  is 
expanding  at  the  annual  rate  of  10  per 
cent  in  unit  volume  sales.  The  Airwick 
share  of  the  market  stands  at  47  per  cent 
in  volume  terms  with  Stick  Up  responsible 
for  39  per  cent  they  say.  Distributors  are 
Beecham  Toiletries,  Beecham  House, 
Great  West  Road,  Brentford,  Middlesex. 


Moulinex  update 

An  adjustable  fragrance  control  and  a 
double  action  filter  with  two  replaceable 
fragrance  capsules  are  features  of  the 
Moulinex  Refresh  Air  (£13.50). 
Replacement  filters  each  with  two 
separate  capsules  will  retail  for  £2. 

Refresh  Air  runs  on  a  16  watt  motor 
operated  by  an  on/off  switch.  Says 
marketing  manager  David  Pearson, 
"Consumer  research  clearly  shows  that 
despite  some  adverse  press  comment  on 


their  technical  effectiveness,  air 
fresheners  were  perceived  to  perform  a 
valuable  function  in  removing  smells  — 
particularly  tobacco  smoke.  The  one 
single  consumer  criticism  was  centred  on 
the  filters  which  lost  their  fragrance  very 
quickly. 

"Our  design  team  in  France  has  found 
the  novel  solution  of  a  filter  with  a 
separate  controllable  fragrance  capsule, 
which  avoids  the  problems  of  competitive 
filters."  Moulinex  Ltd,  Station 
Approach,  Coulsdon,  Surrey  CR3  2UD. 


Clairol  advice 

Clairol  are  encouraging  new  customers  to 
colour  their  hair  at  home  with  an  in-store 
promotion.  Leaflets  carry  the  complete 
spectrum  of  natural  hair  colours  and 
customers  are  asked  to  mark  the  colour 
she  is,  the  colour  she  would  like  to  be,  and 
answers  a  few  simple  questions.  The 


questionnaire  is  then  sent  by  Freepost  to 
the  Clairol  advisory  service  for  assessment 
and  returned,  with  details  of  the  brand 
and  colour  that  she  should  buy  from  the 
Clairol  range  to  achieve  the  desired  result, 
together  with  a  £0.50  voucher  to  redeem 
against  her  purchase.  The  promotion  runs 
until  November.  Bristol-Myers  Co  Ltd, 
Stamford  House,  Station  Road,  Lang/ev, 
Berks  SL3  6EB. 


Free  booklet  with 
'new  look'  Woodward's 

Woodward's  gripe  water  has  been 
repackaged  and  is  to  be  supported  by  a 
chemist-only  consumer  promotion  and  an 
advertising  campaign  running  from 
November  to  March  in  the  specialist  baby 
press. 

Display  units  carrying  new  packs  and 
copies  of  a  booklet  produced  by  the  Legal 
and  General  Assurance  Co  are  available 
from  October  3.  The  booklet  entitled 
"Your  children's  future"  gives  details  of 
children's  rights,  investments  and  benefits 
together  with  other  financial  information. 
Normally  available  through  insurance 
outlets  for  £0.50  the  booklet  is  available 


free  to  purchasers  of  Woodward's.  LRC 
Products  Ltd,  North  Circular  Road, 
ChingJ'ord,  London  E4  8QA . 


GRIPE 
WATER 


GRIPE  $ 
WATER 


Dry  skin  treatments 
from  Esoterica 

Norcliff  Thayer  division  of  Berk 
Pharmaceuticals  are  introducing  two  new 
skin  care  products.  Esoterica  dry  skin 
treatment  lotion  (£2.99)  and  Esoterica  dry 
skin  treatment  soap  (£0.69)  are  aimed  at 
women  who  suffer  from  a  dryish 
complexion  either  naturally  or  as  the 
result  of  over  exposure  to  the  sun,  wind, 
etc.  Both  are  suited  to  those  with  sensitive 
skins  as  the  fragrance  is  kept  to  a 
minimum. 

Sales  to  the  retailer  will  be  handled  on 
a  transfer  order  basis  through  wholesalers 
by  Norcliff  Thayer's  auxilliary  sales  team 
and  introductory  bonuses  will  be  offered. 
Norcliff  Thayer  division  of  Berk 
Pharmaceuticals,  St  Leonards  House,  St 
Leonards  Road,  Eastbourne,  Sussex. 

More  Lypsyl 

Lypsyl  has  been  repackaged  to  include  13 
per  cent  more  product.  The  tube  has  been 
removed  from  the  blister  packaging  and  is 
now  displayed  in  a  36-piece  self- 
dispensing  merchandiser.  A  Winter 
promotion  offering  five  free  Lypsyl  for 
each  merchandiser  bought  will  also  be 
available.  Meanwhile  Otrivine  is  on 
promotion  during  October  through 
wholesalers.  Ciba  Consumer 
Pharmaceuticals,  Wimblehurst  Road, 
Horsham,  West  Sussex  RH12  4AB. 

Cover  sample 

The  October  issue  of  '19'  is  currently 
carrying  a  free  20ml  vial  of  the  French  of 
London  natural  henna  conditioner. 
Trench  &  Scott  Ltd,  717  North  Circular 
Road,  London  NW2  7AL. 

ON  TV 
NEXT  WEEK 


Ln  London 

M  Midlands 

Lc  Lane 

V  Yorkshire 

Sc  Scotland 

B(  Breakfast  Tele\ 


WW  Wales  &  West 
So  South 
INE  North-east 
A  Angha 
U  Ulster 
sion 


We  Westward 
B  Border 
(;  Grampian 
E  Eireann 
CI  Channel  Is 
C4  Channel  4 


Askit  powders:  Sc 

Bic  razors:  All  except  U 

Blue  II:  All  areas 

Euthymol  toothpaste:  Ln,  all  C4  areas 
Infacare:                  All  except  A,  all  C4  areas 

Jo-ba  range:  Lc,So 

Oil  of  Ulay:  All  except  A 

Pampers  disposable  nappies:  Sc,A,U 

Rennies  indigestion  tablets:  All  except  U 

Recital:  All  areas 

Revlon  Flex  range:  Ln,M,Y,So 
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Someone  has. 


Now  All  Clear,  with  the  remarkable  new  ingredient, 
topirox,  has  been  proven  more  effective  at  clearing 
id  controlling  dandruff  than  any 
her  leading  brand. 

Independent  clinical  tests  show  ! 
is  revolutionary  new  formula  also 
iyes  hair  in  much  better  condition; 
fter,  shinier  and  with  more  body 

This  means  New  All  Clear  is  now 
ibeatable! 

Not  only  is  it  faster  at  clearing 
indruff,  but  even  faster  at  clearing 
elves! 

Over  £2  million  will  be  spent  on 
ong  TV  advertising  that  will 
ive  consumers  in  no  doubt  which 
ti-dandruff  shampoo  is  the  best. 

And  since  it's  already  the  fastest 
Dwing  shampoo  on  the  market, 
sure  to  leave  you  with  All  Clear 
bfits! 


dP 

AMPOO  ^ 


An^e&ailegtment 
^-Dandruff  Shampoo 

viO?  NORMAL  HAIR 


^MSeajment 
•^ndrOffSha^poo 

°R  NORMAL  HAIR 


OVER  £2  MILLION  SPEND 
ON  TELEVISION  IN  12  MONTHS. 


\OM  THE  BIGGEST  NAME  IN  TOILETRIES.  EUDA  GIBBS 


cetamol  based 


Para 

No.  I'm 
cold  care 


Convenient 
modernform 


Clears 

blocked  nose 


BEECHAM  HOME  MEDICINES 


t\  Million  from 
end  October 

•HationalTV 

•  October 
to  February 

•  36  million 
viewers 

#i»0spotspe» 
region 


FOR  118  YEARS  FISHERMAN'S  FRIENDS 
HAVE  BEEN  BUSY 
SOOTHING  SORE  THROATS  ... 


....AND  THIS  YEAR  WE'RI 
BUSIER  THAN  EVER  BEFORE.. 


....WITH  OVER  1  BILLION 
LOZENGES  PRODUCED 


■  -H 

AND  BEING  HONOUREC 
WITH  THE  QUEEN'S 
AWARD  FOR  EXPORT 
ACHIEVEMENT.... 

H 


...THIS  YEAR  YOUR 
FRIENDS  ARE  GOING 
TO  BE  EVEN  MORE 
IN  DEMAND. 

*  FISHERMAN'S  FRIEND  EXTRA  STRONG  LOZENGES 

*  FISHERMAN'S  FRIEND  ANISEED  LOZENGES 

*  FISHERMAN'S  FRIEND  HONEY  COUGH  SYRUP 

*  FISHERMAN'S  FRIEND  RUBBING  OINTMENT 


ISHERMANS  FRIEND 

LOFTHOUSE  OF  FLEETWOOD  LTD.  MARITIME  STREET,  FLEETWOOD,  LANCS.   FLEETWOOD  2435 


COUNTERPOINTS 


Two  additions  to 
Milupa  range 

Milupa  have  introduced  Milupa  infant 
drink  (12  x  200g  £8.55  trade)  and  muesli 
rusks  (12  x  200g£9.11  trade). 

The  infant  drink  for  babies  from  one 
week  onwards,  contains  glucose  and 
fennel  with  no  artificial  flavouring, 
colouring  or  preservatives,  say  Milupa. 

The  muesli  rusk,  for  children  from  six 
months  onwards,  is  a  blend  of  wholemeal 
flour,  oats,  wheatgerm,  sultanas,  apples 
and  finely-ground  nuts.  They  can  be 
mixed  with  milk  or  water  as  a  spoon  feed, 
or  as  a  finger  food. 

The  consumer  promotion  will  consist 
of  a  sampling  campaign,  including  a  5ml 
sample  spot  glued  to  the  December  issue 
of  Mother.  A  trade  offer  of  one  of  three 
Swiss  army  knives  (value  £8  to  £18 
depending  on  order  size)  will  run  until 
October  28  or  while  stocks  last  (details 
from  Milupa  representatives).  Special 

Re-nutriv  collection 
to  help  dry  skin 

Estee  Lauder's  latest  collection  of 
skincare  treatment  products  is  designed 
for  very  dry,  delicate  and  sensitive  skin. 

The  Re-nutriv  dry  skin  enrichment 
programme  includes:  extremely  delicate 
skin  cleanser  (£18);  gentle  skin  toner  —  a 
mild,  non-alcoholic  herbal  rinse  (£15.50); 
Re-nutriv  creme  (£30)  —  an  ultra  rich 
blend  of  oils  and  herbs  for  night-time; 
lightweight  Re-nutriv  creme  (£30)  —  for 
use  as  a  daytime  moisturiser,  or  as  a  warm 
weather  alternative  to  Re-nutriv  creme; 
Re-nutriv  eye  creme  (£18);  Re-nutriv 
extract  (£15)  —  an  oil  containing  the 
richest  concentrate  of  Re-nutriv  . 
emollients;  liquid  Re-nutriv  (£40)  —  for 
women  who  prefer  a  lotion  to  a  creme; 
and  an  extra-rich  firming  mask  (£18)  to 
aid  removal  of  dry  surface  cells.  Estee 
Lauder  Cosmetics  Ltd,  71  Grosvenor 
Street,  London  Wl. 


Armani  for  bathtime 


Designer  Giorgio  Armani  has  turned  his 
attention  to  bathcare  with  the 
introduction  of  a  range  of  bath 
preparations.  The  range  comprises  huile 
parfumee  (£12.50)  to  be  massaged  into  the 
body  or  added  to  the  bathwater,  gel 
moussant  parfume  (£9.95)  to  be  added  to 
the  bath  or  used  in  the  shower,  creme 
parfume  and  lait  parfume  pour  le  corps 
(£22  and  £12.50),  soap  (£5.45)  and  talc 
(£17.50).  Helena  Rubinstein  Ltd,  Central 
A  venue,  West  Molesey,  Surrey  KT8  ORB. 


introductory  prices  are  available  through 
wholesalers. 

POS  material  includes  window 
showcards,  shelf  wobblers,  window  /  till 
stickers  and  dispensers  containing  six 
200g  drums  of  infant  drink  with  free  5g 
samples  and  leaflets.  Milupa  Ltd, 
Western  House,  Hercies  Road, 
Hillingdon,  Middlesex  UB109NA. 


The  following  column  lists  advertisements 
for  chemist  merchandise  due  to  appear  in 
the  IPC  women's  Press.  The  magazines 
used  as  a  basis  have  been  divided  into 
three  categories  —  weeklies  (W), 
monthlies  (M)  and  magazines  aimed  at  the 
younger  end  of  the  market  (Y).  The 
monthly  magazines  covered  are  the 
November  editions  due  to  appear  mid- 
October. 

Ashe  Laboratories  Double  Amplex:  W,Y 


Maws  baby  products:  M 

Mint  Cool:  M 

Sucron:  W 

Vitapointe:  W 

BCP  Nylax:  W 

Bayer  Vita  Fibre:  W,M 

Beauty  Without  Cruelty:  M 

Beechams  Badedas:  M 

Silvikrin:  W,Y 

Vykmin:  W 

Yeastvite:  W 

Bickiepegs:  M 

Bristol  Myers  Clairol:  W,M,Y 

Glints:  Y 

Nice 'n  Easy:  W,Y 

Carter  Wallace  Discover  2:  Y 

Chattem  Mudd:  Y 

Sun-In:  Y 

Chefaro  Confirm:  Y 

Chesebrough-Ponds  cold  cream:  W 

Vaseline:  W 

Vical:  W 

Clarins:  M 

Colgate  Snugglers:  M 

Soft  &  Gentle:  M,Y 

Combe  Lady  Grecian:  W 

Lanacane:  W,M 

DDDBIisteze:  W,Y 

Deep  Down:  Y 

Dentinox:  M 

Stain  Devils:  W 

Elida  Gibbs  Harmony:  Y 

Impulse:  Y 

Timotei:  W,M 

Tri-ac:  Y 

English  Grains:  M 

Eylure  10-0-6:  M,Y 

Gala  Outdoor  Girl:  W,M 

Givenchy:  M 

Goya  Savlon:  W 

Health  &  Diet  B  Easy:  M 

B  Supreme:  M 

l  adies  Only:  M 

Lifeline:  M 


R&G  additions 


Roger  &  Gallet  are  adding  a  bath  & 
shower  gel  to  the  L'Homme  range  of 
toiletries  for  men  (150ml,  £4.95).  Roger  & 
Gullet  Ltd,  PO  Box  209,  3  Rhodes  Way, 
Watford,  Herts. 


3  +  6: 

A  1 

Healthcratts  Ladycare: 

IX 

Heinz  babytood: 

\\  ,  ,\  1 

Henna  Hair  Health: 

v 

Houbigant  Chantilly: 

\  1 
v  1 

Inecto: 

. . 

W 

Johnson  &  Johnson  KY  Jellj : 

Stayfree: 

Johnson  Wax  Tahiti: 

W  ,  M ,  I 

Kimberly-Clark  Boutique: 

V 
I 

Ferns: 

\X7  V 

W  ,  Y 

Maxi-dry: 

v\ 

LRC  Durex: 

W ,  Y 

G.R.  Lane  Quiet  Life: 

Larkhall  Labs  Lipcote: 

v\ 

Lilia- white  ranty  rads: 

\X/  \A  V 
W  ,  1V1 ,  I 

Stick-on: 

v 
1 

■          ' . .  »  f  ....II . 

Louis  Marcell: 

M 

Max  Factor: 

rvi ,  y 

National  Pharmaceutical  Assoc: 

W  ,  1V1 ,  I 

Nicholas  Labs  Almay  : 

v 
i 

Feminax: 

M ,  Y 

L  Oreal  Belle  Color: 

\X/  \A 

W  ,M 

Elnett: 

W 

Velvet: 

Peaudouce: 

A  1 

Pliarmagen  Pharmaton: 

w 

v\ 

Philips  Ladyshave: 

M ,  Y 

Proctor  &  Gamble  Pampers: 

M 

Mary  Quant: 

v 

Keckitt  &  Lolman 

Deep  Fresh  shower  soap: 

W 

Haze: 

w 

Junior  Disprin: 

W,M 

Nina  Ricci: 

M 

Richards  &  Appleby  Buf-Puf: 

W,M,Y 

Richardson  Vicks  Clearasil: 

Y 

Night  of  Ulay: 

M 

Oil  of  Ulay: 

M,Y 

Rimmel: 

W,M,Y 

Roc: 

M 

Sanatogen  liquid  tonic: 

W 

Tonic  wine: 

W 

Sancella  Bodyform: 

Y 

Libra: 

Y 

Shulton  Paradoxe: 

M 

Strenol  EP  tablets: 

Y 

Glymiel: 

W 

Tampax: 

W,Y 

Thompson  Aquaban: 

Y 

Thornton  &  Ross  Zoflora: 

W 

Wella: 

W,M 

Woodwards  gripe  water: 

M 

Zena  cosmetics: 

Y 

Watching  the  IPC  women's  Press 
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Kitchen  items  with 
Marigold 

"Brighten  up  your  kitchen"  is  the  theme 
of  a  new  promotion  from  Marigold 
housegloves  in  which  consumers  can 
obtain  a  range  of  kitchen-related  items  — 
PVC  aprons,  PVC  carrier  bags,  oven 
mitts  and  tea  towels  —  at  reduced  prices. 
Each  item  features  the  Marigold  cartoon 
characters  from  the  recent  television 
campaign,  which  will  be  repeated  later  in 
the  year. 

Throughout  October  and  November 
packs  of  Marigold  lightweight,  extra  and 
Fleur  will  contain  an  order  form  and 
details  of  the  offer  will  be  flashed  across 
the  packs.  One  proof  of  purchase  is 
required  for  any  one  of  the  items,  plus  a 
cheque  for  the  appropriate  sum.  Two 
additional  purchase  proofs  per  item 
ordered  entitles  the  consumer  to  a  free  tea 
towel. 

LRC  Products  Ltd,  North  Circular  Road, 
Chingford,  London. 

Unichem  in 
October . . . 


shampoo,  Cream  Silk,  Cossack  hairspray, 
Cameo  loop  towels,  Contour  cartridges, 

. . .  and  ICML 


During  October  any  independent  chemist 
sending  Independent  Chemist  Marketing 
Ltd  either  an  NPA  or  Numark  counter  or 
prescription  bag  displaying  the  pharmacy 
name  and  address  will  automatically  enter 
a  draw,  with  prizes  valued  at  over  £1 ,600. 
First  prize  is  the  Nucross  Scribe  500  label 
printer.  There  are  10  second  prizes  of 
Tefal  coffee  makers  and  as  third  prize,  49 
calculators.  In  addition  there  is  a  bonus  of 
5  per  cent  off  normal  member  pack  prices 
for  all  paper  bags  and  a  12  per  cent  bonus 
on  the  H.D.  bag  range  while  Peter 
Dominic  vouchers  will  continue  to  be 


Roc  have  introduced  a  counter 
merchandiser  containing  five  of  each 
of  their  new  moisturising  creams  plus 
product  leaflets.  The  header  card 
carries  the  visual  from  the  Autumn 
advertising  campaign.  Roc 
Laboratories  UK  Ltd,  Avis  Way, 
Newhaven,  Sussex  BN9  0JX 


Delrosa,  Eucryl  toothpaste,  Frador 
liquid,  Gillette  Foamy,  Famel,  Head  & 
Shoulders,  Halls  Mentho-lyptus, 
Listerine,  Labello,  Lotil  cream,  L'  Oreal 
Free  Style,  Naturelle  hairsetting  mousse 
and  gel,  Nestle  Lite,  Paddi  Cosifits, 
Palmolive  shave  cream  and  sticks,  Right 
Guard  aerosol,  Seven  Seas  cod  liver  oil, 
Phensic,  Triadol,  Tahiti  foam  bath  and 
Ultrabrite  toothpaste. 

On  offer  to  members  from  October 
14-31  are  Scholl  thermal  insoles  and 
Kleenex  Boutique  tissues,  while  sundries 
on  offer  throughout  the  month  are 
Sensodyne  toothbrushes,  the  Griptight 
juice  range  and  Cannon  Babysafe  range, 
Grangewood  herbal  remedies,  Sparklet 
'C  bulbs,  Red  Kooga  ginseng,  the 
Croydex  bathroom  range,  Fever  Scan 
digital  thermometer  and  the  Tommee 
Tippee  range.  Unichem  Ltd,  Unichem 
House,  Cox  Lane,  Chessington,  Surrey. 

offered  on  starter  packs  of  the  Sunpure 
health  food  range. 

Consumer  savings  will  be  available  on 
stretchsuits,  terry  nappies,  baby  wipes, 
one-way  and  luxury  nappy  liners,  cot 
sheets,  sterilising  tablets,  bubble  bath, 
Nusoft  hairspray  and  shampoo,  nursery 
wool,  cotton  buds,  kitchen  towels  and 
toilet  rolls,  baby  pull-on  and  snap-on 
pants,  feeders,  single  teats,  soothers,  rose 
hip  syrup,  concentrated  orange,  Hanx 
mansize  tissues,  disposable  nappies, 
sterilising  liquid,  baby  cream,  baby 
lotion,  baby  oil,  baby  shampoo,  and  baby 
bath,  Nuhome  floor  &  wall  cleaner, 
aluminium  foil,  antiseptic,  disinfectant, 
washing-up  liquid,  fabric  softener  and 


conditioner,  bleach,  cream  cleanser  and 
both  sizes  of  Sunpure  blackcurrant  health 
drink.  Independent  Chemists  Marketing 
Ltd,  51  Boreham  Road,  Warminster, 
Wilts  BA 12  9JU. 

Scholl  financial  aid 
for  student  athletes 

Eight  top  young  sportsmen  and  women 
are  in  the  running  for  the  Scholl  Sports 
Aid  Student  Athlete  of  the  Year  Award, 
claimed  to  be  the  top  financial  sports 
scholarship  scheme,  worth  a  total  of 
£4,000  in  grants  this  year. 

The  award  is  designed  to  help  those 
student  athletes  aged  16-22  who  have 
reached  the  crucial  stage  in  their  sporting 
career  when  lack  of  training  funds  could 
prevent  them  reaching  full-international 
level.  To  enter  the  award,  students  had  to 
be  nominated  by  their  university,  college 
or  school  —  more  than  100  applications 
were  put  forward. 

The  eight  regional  winners  are  selected 
from  seven  UK  areas.  One  of  the  eight 
will  be  chosen  as  the  overall  winner, 
becoming  the  Scholl  Sports  Aid  Student 
Athlete  of  the  Year  and  receiving  a  grant 
worth  £2,500.  The  other  regional  winners 
will  share  grants  totalling  £1 ,500.  The 
winning  student  will  be  chosen  in  London 
on  October  6.  Scholl  (UK)  Ltd,  182  St 
John  Street,  London  EC1P  1DH. 

Nelson's  homoeopathy 
starter  pack 

Nelson's  have  put  together  an 
introductory  package  to  support  the 
launch  of  their  Classical  series  of 
homoeopathic  medicines. 

Nelson's  offer  a  carousel 
merchandiser,  POS  leaflets,  show  cards 
and  window  stickers,  3  units  of  all 
Classical  series  medicines  (1 14  items),  12 
medicine  cases  (rsp  £0.99)  with  display 
stand  and  20  copies  of  "Homoeopathy 
for  the  family"  (rsp  £0.50).  The  package 
is  offered  at  £1 12.22  trade  and  has  a  total 
selling  price  of  £198. 77.  A.  Nelson  &  Co 
Ltd,  5  Endeavour  Way,  Wimbledon, 
London  SW 19. 


Medised  bonus 


Martindale  Pharmaceuticals  are  offering 
a  bonus  of  12  invoiced  as  ten  on  Medised 
suspension  100ml  and  Medised  tablets  12s 
from  October  to  December  30.  Orders  for 
the  bonus  stocks  should  be  sent  to  the 
local  wholesaler.  Martindale 
Pharmaceuticals  Ltd,  Chesham  House, 
Chesham  Road,  Romford,  Essex. 


Unichem's  eighth  Top  Ten  Bonanza  runs 
in-store  throughout  October.  Products 
included  are  Body  form,  Bristows 
hairspray,  Johnson's  baby  powder,  Lil- 
lets,  Lucozade,  Nice  'n  Easy,  Polyfoam 
perms,  Radox  salts  and  herbal  bath,  SR 
toothpaste,  Sure  antiperspirant,  roll-on 
and  Sure  for  Men.  Posters,  shelf  barkers 
and  price  cards  are  available. 

The  members'  offers  promotion 
running  through  October  includes  Alka 
Seltzer,  Anadin,  Alberto  henna  and 
camomile  shampoos  and  conditioners, 
Atrixo  cream  and  lotion,  Aquafresh  '3' 
toothpaste,  Beechams  powders  and 
Beeehams  powders  tablets,  Bristows 
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expectorant 

cough  syrup 
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Make  space 
for  last  year's 
fastest  growing 
cough  syrup. 

It's  not  surprising  Vicks  Expectorant 
did  so  well  last  winter,  sinceguaiphenesin 
and  Vicks  aromatics  make  it  a  most 
effective  formula. 

This  winter  it  should  do  even  better. 

Theresa  powerful  new  TV 
commercial. 

And  an  unprecedented  £450,000 
worth  of  airtime  to  support  it. 

Make  sure  you've  stocked  up  with 
the  one  that  will  clear  shelves  as  fast  as  it 
clears  chesty  coughs. 


Vicks 
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cough  syrup 
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PRESCRIPTION  SPECIALITIES 


Rimso-50 


Dormonoct  tablets 


Manufacturer  Roussel  Laboratories  Ltd, 
Roussel  House,  Wembley,  Middlesex 
Description  Yellow  circular  tablets  7mm 
in  diameter  marked  "Dormonoct  1"  on 
one  face  with  a  breakline  on  the  reverse, 
each  containing  Ioprazolam  mesylate 
equivalent  to  lmg  Ioprazolam 
Indications  Short  term  treatment  of 
insomnia  including  difficulty  in  falling 
asleep  and  frequent  nocturnal  awakening. 
Loprazolam  is  an  intermediate  acting 
benzodiazepine.  There  are  no  long-lived 
sedative  metabolites,  thus  there  is  reduced 
liklihood  of  the  occurence  of  day  time 
drowsiness  or  impairment  in  performance 
of  skilled  tasks 

Dosage  The  recommended  dose  is  lmg  at 
bedtime.  This  may  be  increased  to  1 .5mg 

Ursofalk  capsules 


Supplier  Thames  Laboratories  Ltd, 
Thames  Building,  206  Upper  Richmond 
Road  West,  London  SW14  8AH 
Description  White,  opaque,  hard  gelatin 
capsules  containing  250mg 
ursodeoxycholic  acid 
Indications  Dissolution  of  radiolucent 
gallstones  up  to  15mm  in  diameter,  in 
patients  whose  gall  bladders  opacify  on 
oral  cholecystography.  Ursofalk  lowers 
biliary  cholesterol  secretion,  reduces 
cholesterol  saturation  in  the  bile  and 
facilitates  transfer  of  cholesterol  from 
gallstone  to  bile 

Dosage  8mg  to  12mg  per  kg  body  weight 
daily  in  divided  doses.  If  doses  are 
unequal  the  larger  dose  should  be  taken 
late  evening  to  counteract  the  rise  in 

Surgicare  filter 
and  Granuflex 

Squibb  have  developed  a  flatus  filter  to  be 
used  in  conjunction  with  their  System  2 
closed  pouch.  The  filter,  Squibb  say,  has 
proved  up  to  five  times  more  effective 
than  previous  filters  on  the  market.  It  is 
made  from  carbon  and  a  compound 
which  ensures  efficient  filtering,  and  is 
contained  in  a  simple  clip-on  "cuff  link" 
The  new  pouch  incorporates  a  crescent- 
shaped  weld  which  regulates  the  passage 
of  flatus  to  the  filter  thus  preventing  the 
collapse  of  the  bag  and  contamination  of 
the  filter  by  faeces. 

Squibb  Surgicare  are  also  extending 
into  another  area  of  skin  care,  that  of 
chronic  dermal  ulceration. 

A  range  of  flexible  "hydroactive" 
dressings  called  Granuflex  are  available 
for  treatment  of  leg  ulcers,  pressure  sores 
and  superficial  wounds.  The  dressings, 


or  2mg  if  necessary.  Elderly  patients 
should  be  limited  to  lmg.  Not 
recommended  for  use  in  children 
Contraindications,  warnings  etc 
Sensitivity  to  benzoiazepines,  acute 
pulmonary  insufficiency,  myasthenia 
gravis.  Use  during  pregnancy  should  be 
avoided.  Excretion  in  breast  milk  should 
be  considered.  Use  with  caution  in 
chronic  pulmonary  insufficiency,  cerebro- 
vascular disease  and  chronic  renal  or 
hepatic  impairment.  Patients  should  be 
warned  of  the  possible  hazards  of 
operating  machinery.  Other  CNS  drugs  or 
alcohol  may  potentiate  activity 
Side  effects  Generally  well  tolerated.  Side 
effects  as  with  other  benzodiazepines 
Packs  Blister  packed  strips  of  10  in 
cartons  of  30  (£3  basic  NHS) 
Supply  restrictions  Prescription  only 
Issued  September  1983 


biliary  cholesterol  saturation  early  in  the 
morning.  The  late  evening  dose  can  be 
taken  with  food  to  help  maintain  bile  flow 
overnight.  Dissolution  takes  from  six  to 
24  months  depending  on  gallstone  size 
and  composition.  The  likelihood  of 
recurrence  is  estimated  as  50  per  cent  at 
five  years.  Non-cholesterol  stones  may 
not  be  dissolved  by  bile  acids.  These 
account  for  10  to  15  per  cent  of 
radiolucent  stones 
Contraindications,  warnings  etc 
Cholestyramine,  charcoal,  colestipol  and 
certain  antacids,  eg  aluminium  hydroxide, 
bind  bile  acids  in  vitro  and  may  interfere 
with  the  absorption  of  Ursofalk.  Contra- 
indicated  in  early  pregnancy 
Packs  60  capsules  (£28  basic  NHS) 
Supply  restrictions  Prescription  only 
Issued  October  1983. 


which  are  comprised  of  natural,  non- 
sensitising  materials,  adhere  to 
undamaged  skin  surrounding  the  ulcer, 
forming  a  secure  seal  and  isolating  the 
wound  from  bacteria.  Over  the  wound 
site  Granuflex  interacts  with  and 
immobilises  fluid  to  form  a  soft  gel  that 
protects  developing  granulation  tissue  and 
avoids  damage  to  newly  formed  skin  on 
removal. 

Granuflex  is  waterproof  and  will  stay 
in  place  for  up  to  seven  days,  saving 
nursing  time  on  dressing  changes. 
Granuflex  is  available  in  two  sizes  of 
adhesive  wafer  ( 100  x  100mm,  5  £6.92; 
200  x  200mm,  3  £14.49  trade)  and  a 
granular  preparation  for  exudating 
wounds  (4g  x  5,  £6.30  trade).  It  is  not 
prescribable  on  FP10.  Squibb  Surgicare 
Ltd,  Reeds  Lane,  Moreton,  Wirral, 
Merseyside  L46  1QW. 


Supplier  Britannia  Pharmaceuticals  Ltd, 
Lonsdale  House,  7  High  Street,  Reigate, 
Surrey  RH2  9RR 

Description  Sterile  aqueous  solution 
containing  dimethyl  sulphoxide  50  per 
cent  w/w 

Indications  Symptomatic  relief  of 
interstitial  cystitis  (Hunner's  ulcer).  For 
bladder  instillation  only 
Dosage  50ml  instilled  into  the  bladder  and 
left  for  15  minutes.  Application  of  an 
analgesic  lubricant  gel  to  the  urethra  is 
suggested  prior  to  insertion  of  catheter,  to 
avoid  spasm.  The  medication  is  voided 
spontaneously.  Repeat  every  two  weeks 
until  maximum  symptomatic  relief  is 
obtained.  Time  intervals  between  therapy 
may  then  be  increased  as  appropriate. 
(See  data  sheet  for  details  of 
administration) 

Precautions,  warnings  etc  Full  eye 
examinations  are  recommended  prior  to 
and  at  six-monthly  intervals  during 
treatment.  Renal  and  hepatic  function 
should  also  be  monitored  at  six-monthly 
intervals.  May  be  harmful  to  patients  with 
urinary  tract  malignacy  because  of 
dimethyl  sulphoxide-induced 
vasodilation.  Physicians  should  be  aware 
of  the  possibility  of  hypersensitivity 
reactions.  DMSO  may  potentiate  other 
concomitant ly-administered  medications. 
Safety  in  pregancy  not  established 
Pharmaceutical  precautions  Protect  from 
light 

Packs  50ml  bottle  (£35  trade) 
Supply  restrictions  Prescriptions  only 
Issued  October  1983 


Capoten  in  blisters 


Capoten  (captopril-Squibb)  25mg  and 
50mg  tablets  will  be  packaged  in  cartons 
containing  six  strips  of  15  tablets  in  blister 
form  (25mg,  90  £2 1 .49;  50mg,  90  £32.95 
trade).  Stocks  of  the  100s  bottles  should 
be  used  up  and  not  returned  for  credit. 
The  lOOmg  tablets  remain  in  bottles  of 
100.  E.R.  Squibb  &  Sons  Ltd,  Reeds 
Lane,  Moreton,  Merseyside  L46  1QW. 


Addendum 


It  is  anticipated,  say  Janssen,  that  once 
the  legal  formalities  have  been  completed 
Rapifen  (C&D  last  week)  will  be  accorded 
Controlled  Drug  status.  In  the  meantime 
pharmacists  are  asked  to  regard  it  as  a  CD 
and  to  handle  and  store  it  accordingly. 
Janssen  Pharmaceutical  Ltd,  Marlow, 
Bucks  SL7 1ET. 


Evans  insulin 


Evans  Medical  have  added  insulin  zinc 
suspension  lente  lOOiu/ml  to  their  range 
of  highly  purified  insulins  (10ml  £5.30). 
Evans  Medical  Ltd,  The  Old  Post  House, 
London  End,  Beaconsfield,  Bucks. 
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Why  new  Vicks  ColdCare  puts 
the  other  cold  remedies  in  the  shade. 


Consumers  say  it  really  does 
work. 

Truly  effective  pharmacy-only 
formula. 

Stunning  success  in  test  market 
last  season  —  became  clear 


brand  leader  of  multi-symptom/ 
decongestant  tablet  market. 

Grew  multi-symptom  market 
in  the  test  area  by  55%  in  units 
from  November- April. 


£1,100,000  TV  spend  this  winter. 

Listen  to  why  pharmacists  and  consumers  believe  new  Vicks  ColdCare  is  special. 
A  tape,  featuring  David  Bellamy,  will  be  available  from  your  Richardson-Vicks  rep- 
resentative during  September  and  October  1983. 


Two 

counter- 
measures 

against 


diarrhoea 


Imodium  B 

loperamide  hydrochloride  2  mg 

for  the  rapid  relief 
of  diarrhoea 

Dosage  see  enclosed  leaflet 

|                                             m             TRADEMARK                             [  P  |  ^P^^J 

loperamide  hydrochloride  2  mg  ^tftSSj^^St 

for  the  rapid  relief ^0^B0^SflS  J*jS2 
of  diarrhoea  ^^B^SjiliBS^ 

Dosage  see  enclosed  ^^^^^SjPPSjP^jSi^^^MP^  -"^^ 

^^^2SSSS^SbSS^^^  4  capsules 

p^J^^^^^^psuies 

New  handy  packs 
for  counter  prescribing 
from  Janssen. 


to<w  Further  information  is  available  on  request  from 

Kjsl  |,tnssen  Pharmaceutical  Limited,  Janssen  House,  Chapel  Street.  Marlow,  Bucks.  SL7  1ET 
EM  Tel  Marlow  (06284)  71744  Telex:  847788 


LINCS  LPC  CONFERENCE 

A  stake  in  pharmacy 
for  rural  doctors? 

Doctors  having  shares  in  pharmacies  to  safeguard  their 
financial  involvement  in  dispensing  —  that  was  one 
possible  solution  to  rural  problems  put  forward  by  Mr 
David  Coleman,  deputy  chairman,  Pharmaceutical 
Services  Negotiating  Committee. 


Speaking  at  Lincolnshire  LPC's  tenth 
annual  conference  on  Sunday,  Mr 
Coleman  said  the  Clothier  agreement 
would  not  end  all  friction  between  the  two 
professions,  but  it  gave  a  breathing  space 
to  look  again  at  the  needs  of  rural  areas. 

The  starting  premise  should  be  that 
every  patient  has  the  right  to  consult  a 
doctor  at  the  earliest  possible  time  and  to 
have  access  to  a  pharmaceutical  service 
where  any  prescribed  treatment  can  be 
translated  into  drugs.  The  slogan  "Ask 
your  pharmacist"  must  never  have  a 
hollow  ring  because  there  was  no 
pharmacist  to  ask.  And  it  was  nonsence  to 
say  that  in  order  to  have  a  medical  service, 
rural  patients  must  forfeit  their 
pharmaceutical  service. 

Mr  Coleman  envisaged  a  hypothetical 
town  of  6,000  people,  with  surrounding 
villages  providing  a  further  4,500; 
Summer  visitors  might  swell  the  total  in 
the  catchment  area  to  12,000.  In  such  a 
situation  there  would  generally  be  a  single 
pharmacy,  plus  a  group  of  four  or  five 
doctors  dispensing  for  all  patients  outside 
the  mile  limit.  "1  have  a  dream,"  said  the 
speaker,  "that  the  beautiful  new  group 
practice  premises  had  built  on  to  it  a  new 
pharmacy  (not  just  a  dispensary)  which 
would  handle  the  needs  of  the  full  12,000 
population.  A  pharmacy  staffed  by  at 
least  two  pharmacists  and  thus  able  to 
supply  extra  important  services  such  as 
oxygen,  urgent,  surgical  fittings,  etc,  and 
also  to  deliver  and  'consult'  in  the  remote 
villages." 

Yet  in  many  such  towns  doctors  and 
pharmacists  worked  in  premises  close  to 
one  another  —  but  in  competition  for 
patients.  The  two  should  be  partners  in 
the  health  team. 

Ways  to  end  conflict 

So  were  there  other  ways  to  end  the 
conflict,  given  the  history  of  doctors' 
financial  reliance  on  dispensing?  Mr 
Coleman  pointed  out  that  many  doctors 
had  shares  in  Boots  —  suppose  they  had 
shares  in  the  pharmacy  next  to  their 
practice  in  a  market  town?  "Would  that 
be  so  awful?  Wouldn't  it  in  fact  safeguard 
their  financial  involvement  in  dispensing 
while  ensuring  that  patients  received  the 


benefits  of  a  full  pharmaceutical 
service?" 

The  current  picture  of  health  centres 
being  built  with  a  consortium  pharmacy, 
and  two  or  three  dispensaries  for  the 
various  groups  of  doctors,  must  be 
wrong.  The  doctors  might  rather  be 
members  of  the  consortium. 

"Divide  and  rule  has  long  been  a 
feature  of  all  governments.  Co-operation 
between  the  professions  —  doctors, 
dentists,  opticians  and  pharmacists  —  has 
become  urgent.  It  must  be  possible  to 
identify  points  of  common  interest  and  to 
pursue  them  at  the  highest  levels  in  an 
increasingly  hostile  political  and  financial 
environment." 

Different  standards 

Turning  away  from  future  co-operation, 
Mr  Coleman  said  that  part  of  the 
Government's  "division"  stemmed  from 
unequal  treatment  of  the  two  professions. 
Pharmacists  wondered  why  different 
standards  applied  in  so  many  areas  of 
dispensing  —  the  method  of  claiming 
exemption  from  charges;  no  charges  for 
drugs  administered  by  the  doctor;  drug 
testing  on  pharmacists  but  not  doctors, 
and  the  different  interpretations  of 
"supervision"  for  the  two  professions 
("patients  prefer  being  able  to  collect 
their  medicines  when  convenient  and 
deeply  resent  it  at  the  pharmacy  when 
they  are  told  they  have  to  wait  until  the 
pharmacist  returns  from  lunch"). 

Rurality 

Mr  Coleman,  himself  a  member  of  the 
national  Rural  Dispensing  Committee, 
was  concerned  about  the  objective  criteria 
sometimes  used  to  define  "rural  in 
character"  —  such  as  street  lighting. 
These  were  to  no  avail  and  the  definition 
should  be  based  more  on  the  type  of 
community.  At  the  bottom  were  hamlets 
and  settlements,  followed  by  villages, 
both  of  which  would  have  no  pharmacy 
or  doctor's  surgery.  Then  came  the 
"village  centre"  or  market  town  with 
doctors,  schools  and  other  facilities  with 
estate  and  industrial  development. 
An  unrelated  development  was  the 

Continued  overleaf 


ESSEX 


Radiol  Chemicals  congratulate 
Essex  on  becoming  County 
Champions  and  would  like  to  remind 

all  cricket-loving  chemists  that 
Radian-B  has  travelled  with  the  team 
throughout  the  season.  After  match, 
for  bruises  or  a  pull  to  leg  or  arm, 
Radian-B  helped  to  take  the  strains 
out  of  County  Cricket. 

Radian-B 

Liniment  Spray  Radian  Massage  Cream 

RELIEF  WHERE  IT  HURTS 
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LINGS  LPC  CONFERENCE 


Pharmacy  numbers  could  fall 
—  but  service  need  not  suffer 


Pharmacy  numbers  could  decline  steadily 
to  around  7,500  —  and  not  necessarily  to 
the  detriment  of  the  pharmaceutical 
service. 

That  prediction  was  made  by  Mr 
Desmond  Lewis,  secretary  and  registrar, 
Pharmaceutical  Society,  in  a  talk  "Where 
do  we  go  from  here?"  to  Lincolnshire 
contractors  on  Sunday.  Mr  Lewis  traced 
many  of  the  profession's  current 
problems  back  to  the  National  Insurance 
Act  1911  which,  under  the  guidance  of 
David  Lloyd  George,  aimed  to  support 
the  sick  and  unemployed  at  times  they 
were  unable  to  support  themselves. 

Lloyd  George  had  said  that  medicines 
would  be  provided  by  chemists  under  the 
proposed  legislation,  but  that  was  not 
written  into  the  first  Bill.  He  also 
confirmed  the  separation  of  dispensing 
from  prescribing  and  expected  friendly 
societies  to  arrrange  with  chemists  for  the 
supply  of  medicines. 

Pharmacy's  opposition  was  led  by 
William  Glynn  Jones  whose  success  in 
getting  the  chemist  mentioned  in  the  Act 
(hailed  as  making  them  "dispensers  to  the 
nation")  was  a  Pyrrhic  victory.  There  was 
a  "price"  —  a  dispensing  fee  of  2d.  This 
had  been  accepted  because  it  was  argued  a 
patient  coming  in  for  dispensing  would 


Ruralily  /  Continued  from  p595 
"community  development  in  the 
countryside,"  five  or  ten  miles  from  the 
city  but  really  an  extension  of  it  and 
populated  by  commuters  or  retired  people 
—  an  urban  enclave  in  a  rural  setting.  In 
such  areas  service  expectations  were  high. 
Another  rural  innovation  was  the 
hypermarket. 

Against  that  background  rurality 
became  more  clear  —  in  the  growth 
centres  the  values  and  mode  of  life 
represented  urban  tradition;  as  they 
developed  over  the  next  few  decades  the 
pharmaceutical  service  must  be  secured 
for  both  the  village  and  the  surrounding 
community.  "The  build  of  population  in 
the  'growth  centre  villages'  and  the 
dormitory  urban  villages'  is  such  that 
doctors  practising  there  will  tend  to  have 
full  lists,  thus  the  opening  of  a  pharmacy 
is  unlikely  to  adversely  affect  the  medical 
practitioner.  However  in  the  more 
scattered  communities  of  'hamlets'  and 
'settlements'  the  population  is  either  static 
or  falling  and  also  ageing  —  it  may  well  be 
that  in  such  an  area  the  medical  practice 
needs  to  rely  on  income  from 
dispensing." 


also  buy  something  else.  "That  has  been 
the  curse  of  pharmacy  ever  since,"  said 
Mr  Lewis.  It  meant  the  pharmacist  was 
not  paid  for  his  professional  skill. 

All  branches  of  pharmacy  had  joined 
in  opposition  to  the  original  Bill  —  Jessie 
Boot  had  himself  written  a  letter 
supporting  the  Society  —  but  the 
consequence  was  that  contracts  could  be 
made  with  someone  other  than  the 
pharmacist.  Mr  Lewis  contended  that 
only  when  contracts  were  limited  to 
pharmacists  could  there  be  a  solution  to 
the  problem  of  contract  limitation. 

The  speaker  had  praise  for  the 
negotiating  skills  of  the  Pharmaceutical 
Services  Negotiating  Committee  —  on 
which  he  sits  as  an  observer  —  but  could 
see  no  possiblity  of  changing  the  basis  of  a 
cost-plus  contract  at  the  present  time  with 
the  present  Government.  "If  the 
Government  believes  the  contract  is  to  its 
advantage,  it  is  going  to  stick  to  it.  Is 
there  a  William  Glynn  Jones  in  the 
audience?" 

Mr  Lewis  also  questioned  whether 
Lloyd  George's  philosophy  of  "medicines 
for  the  poor  as  good  as  those  for  the  rich" 
could  be  maintained.  He  pointed  out  that 
the  cost  of  the  health  service  exceeded  that 
of  defence  and  education  together.  He 
could  not  see  chemists'  terms  being  made 
more  generous  in  the  present  climate. 

Turning  to  pharmacy  numbers,  Mr 
Lewis  examined  the  pattern  of  closures 
and  said  that  despite  the  fall  from  15,313 
in  1954  (following  a  peak  of  openings  by 
pharmacists  returning  from  the  war)  to 
10,694  in  1978,  he  could  recall  only  three 
cases  where  pharmacies  had  closed  to  the 
detriment  of  the  public.  He  believed  use 
of  the  closure  statistics  in  negotiations 
had  been  wrong. 

7,500  pharmacies? 

Since  the  "clawback"  it  was  being  said  no 
pharmacy  would  make  a  profit  on  the 
NHS  this  year  and  that  prospects  for  1984 
were  poor.  Would  the  numbers  reduce 
again  —  perhaps  to  7,500?  This  would  not 
necessarily  be  to  the  detriment  of  the 
service,  particularly  if  there  were  two 
pharmacists  per  pharmacy. 

Mr  Lewis  pointed  out  that  as  registrar 
he  had  no  control  over  the  opening  of 
pharmacies.  Power  under  the  Medicines 
Act  had  been  sought  but  was  refused  — 
this  was  just  after  the  Dickson  case 
following  the  Society's  own  attempt  to 
regulate  conditions  in  new  pharmacies.  A 
power  was  written  into  the  Act  —  but 
reserved  to  the  Department  of  Health. 


Other  powers  under  Section  66  permitted 
control  by  Regulations  of  premises  and 
practice,  but  implementation  of  the 
section  was  being  resisted.  Mr  Lewis  said 
that  he  had  been  obliged  to  register  some  \ 
curious  premises  and  unsuitable 
conditions  —  sometimes  under  protest. 
Conversion  of  houses  near  to  doctors' 
practices  by  entrepreneurs,  for  example, 
could  not  be  rejected.  "Are  we  still  going 
to  register  such  pharmacies  in  the 
future?"  Mr  Lewis  asked. 

On  pharmacist  numbers  Mr  Lewis  saidl 
the  current  register  was  at  the  highest  level  I 
ever  —  33,1 1 1.  The  Government  has 
recently  ordered  swingeing  cuts  in 
education  costs  and  Mr  Lewis  revealed 
that  it  would  shortly  publish  the  figure  — 
about  1 ,000  —  for  the  number  of 
pharmacy  students  who  would  be  paid  for 
per  year.  The  profession  had  lost  the  right 
to  decide  how  many  pharmacists  there 
would  be. 


Towns  not  rural 


Towns  such  as  Spalding  should  be  re- 
classified as  urban  rather  than  rural  for 
dispensing  purposes,  said  Mr  John  Button.! 

Presenting  the  annual  report  of  the 
Local  Pharmaceutical  Committee  he  said 
Spalding  had  a  population  of  17,000  plus 
a  further  5,000  at  the  nearby  Pinchbeck. 
Yet  the  one-mile  radius  rule  applied  and 
the  doctors  dispensed  —  a  ludicrous 
situation  in  an  urban  area.  It  was  the  kind 
of  set-up  where  pharmacy  should  be 
seeking  a  change  now  that  the  Rural 
Dispensing  Committee  had  created  a 
"new  ball  game." 

Mr  Button  warned  that  applications  to 
open  pharmacies  in  rural  areas  should  be 
considered  by  the  LPC  because  the  time- 
scales  imposed  meant  that  the  manner  of 
presentation  of  the  application  was  all- 
important. 

The  contractors  meeting  was  being 
held  in  Woodhall  Spa  —  the  scene  of  a 
final  "flouting"  of  the  Clothier 
agreement  by  doctors  before  the 
regulations  became  law,  said  Mr  Button. 
The  doctors  had  gone  ahead  with  their 
application  despite  representations  by  the 
Local  Medical  Committee.  A  compromise 
had  been  reached,  however,  in  the  form 
of  a  written  agreement  which  gave  the 
local  pharmacy  a  2  Vi  -mile  limit  in  return 
for  the  doctors  dispensing  for  patients 
outside  that  limit.  A  lesson  learned  by  the 
LPC  had  been  the  value  of  taking  local 
legal  advice. 

PSNC  should  resign 

Turning  back  to  the  discount 
"clawback,"  Mr  Button  said  the 
Pharmaceutical  Services  Negotiating 
Committee  should  have  resigned  en  bloc 
over  the  issue  —  albeit  offering 
themselves  for  re-election.  They  should 
not  have  allowed  snatch-back  of  £68m  to 
be  negotiated  in  a  single  afternoon,  and 
contractors  should  not  have  had  to  suffer 
recovery  in  five  months  on  what  had  been 
built  up  over  three  years. 
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Radio  Clyde  •  Radio  Forth  •  Radio  Tay  •  West  Sound  •  North 
Sound  •  Moray  Firth  •  Radio  City  •  Red  Rose  Radio  •  Marcher 
Sound  •  Radio  Tees  •  Metro  Radio  •  Pennine  Radio  •  Radio 
Hallam  •  Radio  Aire  •  Chiltern  Radio  •  Hereward  Radio  •  LBC 
News  Radio  •  BRMB  Radio  •  Beacon  Radio  •  Mercia  Sound  • 
Centre  Radio  •  Radio  Trent  •  Radio  Wyvern  •  Signal  Radio  • 
Severn  Sound  •  Radio  West  •  Wiltshire  Radio  •  Devon  Air  Radio 
•  Plymouth  Sound  •  Swansea  Sound  •  CBC  •  Gwent 
Broadcasting  #210  Thames  Valley  •  Two  Counties  Radio  • 
Radio  Victory  •  County  Sound  •  Oakridge  Radio  •  Southern 
Sound  •  Essex  Radio  •  Radio  Orwell  •  Saxon  Radio  •  Piccadillv 
idio  •  Manx  Ra< 


We're  always  there, 
we're  on  the  air! 

More  and  more  of  your  customers  are  going  to  be 
hearing  about  Vantage  products  and  where  to  get 

them  from  soon.  We're  launching  our  biggest 
campaign  ever  with  radio  spots  on  no  less  than  43 
independent  stations  including  your  local  stations. 


*  4  peak  breakfast  time  spots  broadcast 
simultaneously  on  every  station 
during  each  week  of  radio  advertising. 

*  19  spots  broadcast  during  rest  of  week. 

*  Half  page  ads  in  "Daily  Mirror"  and 
"Daily  Record". 

*  Full  page  ads  in  "Bounty  Baby  Book" 
and  "Bounty  Mother  To  Be  Book". 


*  Opportunities  to  place  your  own  ads  in 
local  newspapers  with  artwork 
supplied  by  Vestric. 

*  If  you'd  like  to  know  more  about  the 
many  opportunities  that  Vantage 
chemists  enjoy,  ask  for  the 
Vantage  booklet  now! 


Vestric 


Vestric  Limited, 
West  Lane,  Runcorn, 
Cheshire,  WA7  2PE 


THERE'S  ONLV  ONE  OTI  IER  PERSON 
WHO  I  IAS  THE  SECRET  OF  LONO  LIFE] 
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VY  /henever  your 
VV  customers  ask 
for  a  long  life  battery 
they  expect  to  be  sold 
Duracell. 

Because  we've 
spent  seven  years  of 
massive  prime  time 
television  advertising 
convincing  them  that  only  we  have  the  secret  of 
long  life  performance. 

From  toys  to  torches,  radio-cassettes  to 
cameras,  our  message  is  simple:  we  outlast 
ordinary  batteries  many  times  over. 

And  to  consumers,  it's  not  what  you're  made 
of,  but  how  you  perform  that  really  matters. 

So  while  it's  no  news  to  you  that  the 
technical  reason  behind  our  performance  is 
because  we're  a  superior  alkaline  battery,  that's 
not  why  your  customers  buy  us. 


Shigechkjo  \zumi  /Kocd  118  The  oldest  nutn  in  Hie  ww/d(l983  Guinness  Bool,1  oj  Records] 


To  them,  the  fact 
we're  an  alkaline  is 
irrelevant.  They  buy 
us  because  we're 
Duracell. 

In  fact, only  19%  o| 
Duracell  buyers  evenj 
know  we'reanalkaline 
All  they  care  about  j 
is  that  we  last  longer,  and  that's  everything. 

That's  why  our  sales  keep  growing,  and  now 
amount  to  over  25%  of  the  total  battery  market 
That's  how  powerful  the  secret  of  long  life  is 
And  as  far  as  your  customers  are  concerned 
we're  the  only  ones  that  have  it. 

There  is,  we  admit,  one  other  person  with 
the  secret  of  long  life. 

But  as  far  as  we 
know,  he  doesn't  run 
on  batteries. 
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SHAVING 


'Take  88'  —  Christmas 
presence  on  television 


Over  60  per  cent  of  electric  shaver  sales  come  in  the  last 
quarter  of  the  year,  so  pre-Christmas  television 
advertising  is  obviously  of  prime  importance  in  this  gift- 
orientated  market.  C&D  went  behind  the  scenes  with 
account  director  Ron  Hanlon,  who  handles  the  Philips 
account  for  agency  Wight  Collins  Rutherford  Scott. 


When  WCRS  gained  the  Philips  account 
some  two  years  ago,  their  first  job  was  to 
plough  through  all  the  research  in  the  area 
and  devise  an  advertising  strategy. 

"On  this  occasion  there  were  two  key 
findings  from  our  research"  explains  Ron 
Hanlon.  "Firstly,  everybody  wants 
closeness  from  a  shave  —  be  it  wet  or  dry. 

"People  will  always  believe  that  a  wet 
shave  is  the  closest  you  can  get,  so  what 
you've  got  to  do  is  convince  them  that  a 
dry  shaver  comes  as  close  to  a  wet  shave 
as  makes  no  difference. 

"That  being  the  major  benefit  from 
shaving,  we  then  went  on  to  discover  that 
far  and  away  the  major  disadvantage  is 
the  danger  of  cutting  yourself. 

"We've  tried  to  position  the  Double 
Action  very  much  as  the  flagship  of  the 
Philips  range.  That  being  the  top  model, 
any  values  we  attribute  to  it  will  hopefully 
rub  off  on  the  rest  of  the  range. 

"One  of  our  objectives  here  would  be 
to  increase  Philip's  brand  share  —  that 
means  taking  more  share  from  Braun  and 
more  from  Remington.  Another 
objective,  however,  would  be  to  expand 
the  total  market  for  electric  shavers.  This 
means  encouraging  people  to  replace  their 
old  shavers  more  quickly,  and  also 
convincing  young  people  shaving  for  the 
first  time  that  dry  shaving  is  the  modern, 
efficient  way  of  going  about  things." 


First  approach 


As  the  time  came  to  begin  applying  these 
findings  to  the  creation  of  this  year's 
campaign,  WCRS  also  found  themselves 
with  some  Scottish  Press  advertising  to 
do:  "We  first  came  up  with  a  host  of 
adverts  which  took  a  very  technical 
approach  —  trying  to  get  across  the 
closeness  benefits  of  the  Philips  "lift  and 
cut"  system. 

"We  found  this  quite  fascinating,  and 
felt  confident  the  approach  should 
convince  the  consumer  that  here  we  have 
a  very  modern,  efficient,  technical  razor, 
which  gives  you  one  of  the  closest  shaves 
possible. 

"However,  when  we  came  to  the 


research  stage  —  we  invariably  research 
ideas  with  the  consumer  at  this  stage  so  as 
to  at  least  minimise  the  cost  of  any  error 
we  may  make  —  and  took  mock-up  ads 
out  to  show  the  consumer,  they  quite 
frankly  bombed  out  rather  dramatically. 

Problem  number  one 


"The  first  problem  was  they  all  looked  at 
the  lift  and  cut  stuff  and  said  'Oh  well,  I 
thought  all  razors  had  that  anyway.' 
Secondly,  people  find  shaving  a  very 
routine  thing  so  they're  really  not  that 
interested  in  shaving  technology.  It's  a 
world  away  from,  for  example,  the  hi-fi 
buff  who  really  wants  to  get  to  know  the 
insides  of  his  machine. 

"This  was  obviously  a  disappointment 
to  us,  because  we  really  thought  we'd 
cracked  the  problem." 

Remembering  the  basic  research 
findings  regarding  closeness  versus  fear  of 
cuts,  the  WCRS  creative  department  once 
again  donned  their  collective  thinking 
cap.  This  time  they  came  up  with  a  photo 
of  a  youngster  sporting  a  "mohican" 
hairstyle  and  bloodstained  tissue  adhering 
to  the  shaved  side  of  his  head.  The  copy 
line  reads  "Who  tried  to  shave  closer  than 
the  new  Philishave?"  Other 
advertisements  in  the  same  series  feature 


Scrooge,  the  Invisible  Man  and  the  shot 
putter  who  appears  on  Scotts  Porridge 
Oats  packets. 

Ron  Hanlon  feels  that  this  idea  has 
given  Philips  a  useful  advertising 
"property"  —  an  idea  that  can  be  used 
many  times  in  a  variety  of  creative 
executions. 

"The  pictures  used  in  this  series  are 
themselves  quite  striking"  he  explains. 
"Which  should  make  the  consumer  at 
least  stop  and  look  at  the  page  in  the  first 
place.  Once  they  look  at  the  advert  the 
plaster  on  the  face  quickly  flags  that  it's 
about  shaving,  and  the  interest  level  then 
hopefully  transends  down  to  the  product. 
These  adverts  do  give  some  general 
product  information,  though  we're 
careful  not  to  overbore  people. 

"Of  course,  all  the  time  we  were 
working  on  these  Press  adverts  for 
Scotland,  we  were  also  thinking  of  the 
television  campaign  coming  up,  and  this 
was  the  idea  we  eventually  decided  to  go 
with.  This  would  be  happening  in  May." 


Strap-hanging 


The  commerical  just  completed  features 
six  characters  in  a  tube  train  —  including 
a  mohican,  the  Invisible  Man  and  a  Kojak 
lookalike  —  all  adorned  with  plasters. 
The  camera  pans  along  their  faces  to  a 
backing  of  lugubrious  music,  as  a  voice 
mournfully  intones  "Oh  dear,  look  who 
tried  to  shave  closer  than  the  Phillishave 
Double  Action,  the  electric  shaver  that 
comes  close  to  a  wet  shave.  Philishave 
Double  Action  —  the  closest  Philishave 
yet."  The  final  shot  is  of  the  shaver  itself. 

Once  the  creative  department  have 
finalised  a  script,  WCRS's  television 
department  becomes  involved.  First  an  in- 
house  producer,  in  this  case  Helen 
Whiteley,  is  assigned  to  the  project.  She, 
in  discussion  with  the  creative 
department,  selects  an  outside  freelance 
production  company  —  basically  a  film 
director  and  producer  team. 

The  WCRS  producer's  job  is  to  make 
sure  the  job  is  done  to  the  client's  brief, 
on  lime  and  on  budget.  The  production 
company  then  handles  the  logistics.  This 
includes  getting  the  right  crew  together, 
booking  of  studio  time  and  set  building. 

The  film  business  is  freelance  from  top 
to  bottom  and  it's  not  unusual  to  have 
upwards  of  30  people  on  a  crew,  which 
can  cause  complications. 

Helen  Whiteley  takes  up  the  story: 
"This  commercial  required  only  a  studio 
shoot  —  a  mock  up  of  a  tube  train  interior 
—  but  where  location  shooting  is  required 
you  can  find  yourself  going  halfway 
round  the  world  to  look  at  a  location, 
only  to  come  back  and  say  it's  no  good. 

Continued  on  p601 
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Make  way  for  BrauaSynchron  Universal. 
The  revolutionary  rechargeable/mains  shaver 

□  Charged,  for  one  hour,  it  will  give  you  a  60  minute  shaving 
time  -  much  more  than  any  other  rechargeable  shaver. 

□  Charged  in  a  compact  modern  housing  with  automatic 
worldwide  voltage  adjustment  and  built  in  recharger. 

□  Charged  to  become  the  best  selling  shaver  in  a  growing 
segment  with  heavy  support  pre-Christmas. 

□  Charged  at  an  unbelievable  consumer  price  at  around  £25. 
Stock  up  now  before  your  customers  come  charging  in! 


built  for  success  by  Braun 
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Continued  from  p599 

. . .  casting  for  the 
right  faces 

"Our  next  job  here  was  to  organise  a 
casting  session  —  the  equivalent  of 
theatrical  auditions.  In  this  case  we  were 
looking  for  "types"  rather  than  well- 
known  personalities,  so  our  casting 
director,  who  we  again  employ  freelance, 
would  simply  call  round  all  the  acting 
agencies  telling  them  the  particular  type 
we  want.  If  you  tell  a  theatrical  agent  you 
want  a  30  year  old  blonde  who  looks 
terrific,  can  act,  and  has  particularly  good 
teeth,  it's  his  job  to  be  able  to  give  you  six 
or  seven  names  off  the  the  top  of  his  head. 

"The  key  to  this  particular  advert  is 
'character'  faces  because  all  the  camera 
does  is  to  pan  along  a  row  of  faces,  all 
with  plasters  strategically  applied.  The 
advert's  appeal  therefore  lines  squarely 
with  the  faces  we  pick,  and  it's  going  to 
really  fall  flat  if  we  choose  the  wrong 
ones. 


Client  approval 


"At  the  casting  session  we  get  all  these 
people  together  —  probably  six  or  seven 
candidates  for  each  part  —  and  videotape 
them.  We  need  to  see  how  they  perform 
on  camera,  get  them  to  deliver  lines  and 
so  on. 

"We  then  show  all  this  to  the  client  for 
his  approval.  Obviously  they  have  the 
final  decision.  It's  their  money  after  all 
and  they  may  feel,  for  example,  that  a 
given  actor  is  too  old  for  their  particular 
product.  The  final  crunch  comes  at  our 
pre-production  meeting  with  the  client, 
which  happens  immediately  before 
shooting.  Once  the  client's  given  our 
recommendations  the  go-ahead  at  this 
stage  however,  he's  in  the  lap  of  the  gods, 
and  must  rely  on  us  to  come  back  with 
something  reasonably  close  to  what's 
been  agreed. 

"On  the  day  of  the  shoot  we  start 
around  8.30am  and  probably  go  on  until 
about  1 1  that  night.  In  this  particular  case 
we  managed  to  get  the  shooting  done  in 
one  day,  but  then  again  it  was  a  fairly 
simple  set  and  it  didn't  have  the 
complexities  of,  for  instance,  helicopters 
flying  over  waterfalls. 

"Because  character  faces  are  so 
important  to  this  particular  commercial 
there  was  a  fair  bit  of  "take  88"  stuff 
before  we  got  exactly  the  expressions  we 
wanted  to  convey.  We  had  several  other 
characters  under  consideration,  so  we 
tried  all  the  different  combinations  before 
deciding  on  the  optimum  line-up." 

Ron  Hanlon,  who  was  also  present  at 
the  shooting,  cherishes  one  special 
memory:  "It  was  a  tremendously  hot 


Summer  day,  I  remember,  and  we  had  our 
Invisible  Man  character  swathed  in 
bandages,  stood  around  in  a  mock  tube 
train  for  twelve  hours.  He  didn't  actually 
complain,  but  I  personally  felt  quite  sorry 
for  him!" 

Once  shooting  is  safely  completed,  the 
film  must  be  edited  and  put  together  to 
form  a  rough  cut  version  of  the  complete 
commercial.  The  client  is  then  shown  this 
rough  cut,  and  can  suggest  any 
amendments.  A  finished  version  of  the 
commercial,  complete  with  voice-over  etc, 
is  then  distributed  to  television  stations 
who  run  it  in  the  breaks  booked  by  the 
media  department  at  WCRS. 


Booking  for  space 


Ron  Hanlon  points  out  that  booking 
space  can  be  quite  complicated  in  itself: 
"With  this  particular  product,  we're  very 
much  after  peak  viewing  time.  But  we  also 
have  to  make  sure  we're  buying  time  that 
matches  us  up  with  programmes  watched 
by  our  target  audience.  That  means,  for 
example,  News  at  Ten,  and  Sweeny-style 
police  programmes  which  have  a  heavy 
male  interest.  We'd  also  try  and  get  spots 
on  shows  like  Coronation  Street  of 
course,  to  ensure  we  pick  up  the  women  as 
well,  and  to  give  us  a  wide  breadth  of 
coverage. 

"We  would  say  that  it's  only  really 
worth  going  on  television  if  you  give  the 
public  the  chance  to  see  you  six  or  seven 
times  during  your  campaign.  That's  the 
sort  of  level  where  we  reckon  you  can 
start  to  dent  the  corporate  consciousness. 
In  order  to  get  this  kind  of  coverage,  we'll 
be  going  out  on  about  50  spots  from  mid- 
November  onwards." 

WRCS  will  be  backing  up  the 
television  campaign  with  appearances  in 
the  women's  Press  throughout  November 
and  December  (a  first  for  a  men's 
shaver?).  Local  radio  commercials 
covering  the  whole  country  are  also 


planned  in  the  three  weeks  leading  up  to 
Christmas.  Press  appearances  use  the 
Scrooge  advert  from  WCRS's  Scottish 
campaign,  while  the  radio  spots 
concentrate  on  Philip's  money  back  offer 
on  shavers  purchased  after  November  1 . 
(see  p602). 


Retailer's  role 


A  television  commercial  costing  £45,000  - 
50,000  to  produce,  with  a  further  £lm 
being  spent  on  airtime,  a  £100,000  - 
150,000  local  radio  campaign,  and  a 
further  £100,000  devoted  to  women's 
Press  adds  up  to  a  lot  of  money,  being 
spent  at  least  partly  on  the  retailer's 
behalf.  How  should  the  pharmacist 
respond? 

Ron  Hanlon's  answer:  "As  soon  as  an 
advert  starts  appearing  the  retailer  should 
be  geared  up  for  increased  sales  — 
making  sure  he's  got  plenty  of  stock, 
ensuring  the  product  is  well  displayed  and 
so  on.  Television  is  a  medium  which  gives 
immediate  impact,  that's  what  makes  it 
the  ideal  vehicle  for  Christmas  or  seasonal 
promotions.  It  really  is  up  to  the  retailer 
to  make  sure  he  capitalises  on  a  campaign 
like  this  to  make  sure  it  benefits  him  as 
well  as  Philips. 

Philips  themselves  seem  pleased  with 
the  campaign  as  devised  by  WCRS.  Barry 
Coldbreath  —  until  recently  marketing 
manager  for  shavers  —  points  out  it  has 
yet  to  be  fully  researched  however,  and 
that  there  is  some  "spare"  footage 
showing  the  lift  and  cut  mechanism  in 
action  which  could  be  inserted. 

Philips  also  agree  that  the  idea  behind 
the  commercial  constitutes  a  long-term 
property  for  the  company.  Already 
planned  is  a  series  of  Press  appearances 
featuring  two  ballet  dancers,  one  of 
whom  is  nicked  under  the  arm.  Copyline 
for  this  advert  will  be  "Who  tried  to  shave 
closer  than  the  Philips  Ladyshave?" 


Chemist  &  Druggist  1  October  1983 


601 


SHAVING 


Marketing  the  full 
range  of  choices 

The  men's  shaver  market  seems  to  have  suffered  another 
statie  year,  with  manufacturers'  estimates  putting  the 
market  at  around  £35m.  Activity  in  ladies'  shavers  has 
also  stalled,  but  is  expected  to  take  off  again  in  1984-85, 
as  first-time  replacement  sales  from  the  market's  early 
growth  begin  to  show  through. 


The  past  year  has  seen  some  polarisation 
in  shaving  habits,  however,  as  the  14  per 
cent  of  men  uncommitted  to  either  wet  or 
dry  sha\  ing  come  down  firmly  on  one  or 
other  side  of  the  fence.  The  process  has 
recently  favoured  dry  sinning  although 
the  effect  is  far  from  dramatic. 

Adrian  Fleetwood  is  marketing 
manager  for  shav  ers  at  Philips:  "These 
ideas  tend  to  he  fixed  by  the  age  of  about 
24,"  he  explains,  "so  it's  very  important 
for  us  to  catch  the  first-time  user." 

Looking  at  1983  as  a  whole,  Philips 
say  they  will  take  a  volume  share  of  some 
38-39  per  cent.  The  company's  premium 
pricing  policy  makes  this  equivalent  to  a 
value  share  of  about  45  per  cent .  Adrian 
Fleetwood  believes  consumers  see  the 
Double  Action  range  as  expensive,  but 
good  value  for  money.  "The  retailer  can 
make  20-22  per  cent  on  the  Double 
Action,"  he  says.  "That  may  not  be  a 
very  high  margin  in  chemist  terms,  but  it's 
really  very  acceptable  in  the  small 
electricals  field." 

Philips  credit  Braun  with  a  30  per  cent 
volume  share  (Braun  agree),  placing 
Remington  third  in  the  market  with  13-14 
per  cent.  Remington  themselves  say  their 
interest  is  nearer  20  per  cent,  a  proportion 


which  has  been  growing  "consistently  and 
strongly"  since  the  company  was  bought 
by  Victor  Kiam  four  years  ago. 

Mr  Kiam  will  feature  in  new  peak-time 
television  commercials  as  part  of  the 
company's  £2m  pre-Christmas  spend  on 
promotion  of  their  personal  product 
range.  Remington  will  also  be  offering  a 
bathroom  bag  with  their  men's  XLR3000. 


New  from  Braun 


Braun  have  expanded  their  range  with  the 
addition  of  two  new  battery  shavers  which 
they  say  are  "ideal  for  travellers  or  the 
first-time  user". 

The  100  (£12)  and  200i  (£15)  models 
are  supplied  in  matt  black,  with  a  one  year 
guarantee. 

Each  features  a  long  hair  trimmer  and 
is  powered  by  three  1 .5v  AA  batteries. 
The  200i  comes  with  full  travelling  cover 
and  built  in  mirror,  although  the  100  has 
only  a  cap.  Additionally,  the  200i  has  a 
warning  light  which  shows  when  battery 
power  is  low. 

The  Synchron  rechargeable  (£20)  — 
also  from  Braun  —  is  a  new  compact 
shaver  which  the  company  say  has 
"greatly  increased  charge  holding 
capacity".  The  Synchron  features  built-in 
recharger,  automatic  international 
voltage  adjustment  and  a  long  hair 
trimmer.  It  is  available  in  black  with  a 
travel  pouch  and  carries  a  one  year 
guarantee. 

Final  new  addition  from  Braun  is  the 
Micron  Universal  420  (£39.95),  a 
rechargeable  shaver  with  many  of  the 
same  features  as  the  Synchron  Universal 
2-way.  The  shaver  has  a  one  hour  quick 
charge  facility  and  is  supplied  with  a  soft 
travelling  case. 

Braun  plan  a  £  1 .7m  spend  including  a 
new  national  television  commercial  and 
Press  back-up  to  support  their  1983 
range.  The  campaign  will  concentrate 
mainly  on  the  company's  rechargeable 
models.  The  Lady  Remington  range  will 
be  backed  by  £150,000  worth  of  women's 
Press  advertisements. 

A  joint  shaving  and  hair  care 


promotion  running  from  October  10  to 
November  19  offers  customers  buying  a 
Braun  product  a  free  60ml  bottle  of  either 
Givenchy  Gentlemen  (worth  £6.50)  or 
Eau  de  Givenchy  (£8).  This  offer  will  be 
publicised  using  POS  material  such  as 
showcards  and  product  crowners,  and  a 
£200,000  national  campaign  on  local 
radio  stations. 


Remington  describe  their  new  Young 

Man's  Shaver  as  the  ideal  gift  from 

Granny  to  a  first  time  user 

Philips  are  once  again  running  a 
money-back  offer  over  Christmas,  open 
to  all  those  who  purchase  a  shaver  as  a 
gift  after  November  1 .  Should  the  lucky 
recipient  decide,  for  whatever  reason,  that 
the  shaver  is  unwanted,  and  returns  it 
direct  to  Philips  by  mid-January  1984,  he 
(or  she  —  the  offer  also  applies  to 
Ladyshave)  will  receive  a  full  refund. 


Can't  go  wrong? 


"The  idea  behind  this  offer,  which  will  be 
very  heavily  advertised  in  the  women's 
Press,  is  to  say  that  this  is  the  gift  you 
can't  go  wrong  with,"  explains  Adrian 
Fleetwood. 

The  company  will  also  be  running  a 
window  display  competition  from  mid- 
October,  using  Philishave  and  Ladyshave 
POS  material.  The  digital  pen  watch 
currently  on  offer  with  razors  from  the 
Double  Action  range  forms  Philips'  first 
Christmas  added-value  promotion. 

Remington's  attack  on  the  youth 
market  is  spearheaded  by  their  battery 
Young  Man's  Shaver  (C&D  September  24 
p526).  The  Philips  Le  Mans  mains  shaver, 
launched  earlier  this  year,  is  also  aimed  at 
the  first-time  user,  but  reflects  rather  a 
different  philosophy:  "Battery  shavers 
are  technically  every  bit  as  good  as  mains 
shavers,"  explains  Adrian  Fleetwood. 
"But  only  so  long  as  the  batteries  are  new. 

Continued  on  p604 


The  Braun  battery  200i  is  supplied  with 
full  travelling  cover 
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Britains 


Bic  Razor  now  has  29%  of  the  wet 
shave  market  * 

TV  support. 

No  fnlls.  No  gimmicks 
just  honest-to-goodness  value  at  five 

in  a  pack. 

The  right  pack.  The  right  price. 
And,  naturally-  the  perfect  shave. 
They  all  add  up  to  Britains  No.  1 

disposable. 


jBiS 


RAZOR 


R,ro  Bic  Umited,  Wh.tby  Avenue.  Park  Poyal. 
SnNWlOVSG  Tel:  01-9654060  Te.ex  25152 


•  AGB  MAY/JUNE  1983 
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Continued  from  p602 


Ladies:  Don't 
'make  do'  with 
a  man's  shaver 

Battery  shavers  are  fine  for  when  you're 
on  holiday,  or  as  a  "top-up"  shaver  in  the 
evening,  but  we  don't  see  them  as  being 
right  for  everyday  use." 

American  research  from  Addis,  who 
distribute  the  Flicker  ladies'  shaver  in  the 
UK,  shows  that  75  per  cent  of  women 
between  the  ages  of  15  and  54  remove 
excess  hair  by  some  method.  Some  82  per 
cent  of  these  use  a  razor,  while  the 
remainder  rely  on  waxes  or  depilatory 
creams.  Of  the  9  million  women  using 
shavers,  5.3  million  use  a  woman's  model 
and  3.7  million  a  man's. 

Addis  believe  the  modern  woman 
reacts  strongly  against  "making  do"  with 
products  designed  for  men,  and  see  clear 
evidence  of  this  attitude  in  sales  figures 
for  ladies'  shavers. 

Men's  shavers  will  not  do  the  job,  say 
Addis,  being  designed  for  tougher  skin 
which  is  conditioned  to  regular  shaving. 
The  company  also  criticises  some  wet 
shavers  in  the  women's  market,  which 
they  say  "bear  a  very  strong  resemblance 
to  men's  shavers,  often  the  only  obvious 
difference  being  the  colour." 

Sluggish  until  August 

Philips  say  Ladyshave  sales  to  the  trade 
were  sluggish  in  the  early  part  of  1983. 
Things  began  to  turn  around  in  August, 
however,  as  the  big  chains  began  to  realise 
they  would  need  more  stock. 

Total  market  for  ladies'  shavers  is  put 
at  730,000  units  by  Philips,  giving  a  retail 
value  of  around  £8m.  The  company 
claims  a  37  per  cent  value  share,  crediting 
Braun  with  25  per  cent.  House  of  Carmen 
claim  a  20  per  cent  share  —  a  proportion 
which  they  say  has  risen  to  50  per  cent  in 
the  battery  sector  since  the  introduction 
of  their  Bikini  Line  and  Close  Encounters 
models  in  June  (C&D  June  2  pi  129)  — 
and  Remington  12  per  cent. 

Adrian  Fleetwood  believes  the 
continuing  debate  regarding  chemists' 
stocking  of  electrical  items  has  missed  the 
point:  "If  someone  wants  waxes  or 
depilatory  creams,  they'll  most  likely 
come  to  the  chemist,"  he  says.  "I  believe 
the  pharmacist  should  take  advantage  of 
this  by  making  sure  he  offers  all  the 
various  choices  for  removing  unwanted 
hair  —  and  one  of  those  choices  happens 
to  be  an  electric  shaver." 

The  Lady  Remington  range  has  been 
given  new  packaging  for  the  Christmas 
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Philips  have  added  a  second  battery 
shaver  to  their  Ladyshave  range  with 
the  HP2220  (Counterpoints  last  week) 


season.  The  LR5000  and  LR7000  now 
appear  with  cosmetics  cases  —  beige  for 
the  5000  and  white  for  the  7000. 

Pharmacy  wet  sales 

Gillette  say  the  role  of  the  pharmacy  in 
wet  shaving  is  very  important  — 
accounting  for  about  half  of  total  sales. 
The  company  takes  a  leading  share  of 
between  38  and  40  per  cent,  with 
Wilkinson  Sword  second  at  around  33  per 
cent.  Gillette  increase  their  lead  in  chemist 
outlets,  drawing  a  further  two  percentage 
points  ahead  of  Wilkinson  Sword. 

The  chemist  and  drug  store  sector 
accounts  for  about  60  per  cent  of  blade 
sales,  compared  to  grocery's  32  per  cent, 
according  to  Audits  of  Great  Britain. 
However,  independent  chemists  account 
for  only  6.9  per  cent  within  this  total. 
Boots  lead  the  market  with  25. 1  per  cent, 


while  the  remainder  goes  to  F.  W. 
Woolworth  and  drug  store  outlets. 

Bic  take  30pc 

Biro  Bic's  share  of  the  wet  shaving  market 
has  hovered  around  the  30  per  cent  mark 
ever  since  their  launch  in  1975.  Gillette 
declare  themselves  ready  to  meet  this 
challenge.  They  say  they  are  already 
dominant  in  both  the  systems  and 
disposables  sectors,  claiming  an  84  per 
cent  value  share  of  the  systems  market. 

Wilkinson  Sword  urge  retailers  to 
keep  a  full  variety  of  products  before  the 
public:  "Wet  shavers  are  very  brand 
loyal,"  they  point  out,  "and  if  they  can't 
find  their  product  on  your  shelves  they'll 
go  elsewhere  to  buy  it."  The  company 
plan  an  advertising  spend  of  £2m  over  the 
next  12  months. 

Consumer  research  indicates  that 
Wilkinson  Sword  are  seen  by  the  public  as 
being  slightly  ahead  of  Gillette  in  quality 
terms  (these  being  the  two  "do 
everything"  brands).  Wilkinson  Sword 
feel  they  still  have  some  work  to  do  in 
improving  their  trade  image  to  meet 
Gillette's  however. 

Gillette  remain  convinced  of  the 
benefits  of  swivel  technology,  and  believe 
also  that  disposables  are  where  much  of 
the  future  lies.  These  twin  convictions 
formed  the  basis  for  their  thinking  in 
launching  the  Blue  II  swivel  earlier  this 
year. 

The  company  claims  a  40  per  cent 
share  of  the  disposables  sector  —  larger 
than  that  of  any  of  their  rivals.  Gillette's 
current  Blue  II  campaign  runs  until  the 
end  of  October,  with  a  Contour  campaign 
planned  for  1984. 

Biro  Bic  sales  director  Terry  Thorn 
points  out  that  both  Gillette  and 
Wilkinson  Sword  dismissed  disposables  as 
non-starters  in  1975:  "But  they  have  since 
spent  a  great  deal  of  money  on  developing 
their  own  disposable  products  and  on 


Philips'  Perfect 
Partners  brings  to- 
gether a  Ladyshave 
and  a  1,000  watt  hair-  j 
dryer  in  a  travel 
pouch  (£19.95). 
Promotional  support 
will  include  POS 
material  and  appear-  , 
ances  in  the 
company's  pre- 
Christmas  push 
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Latest  addition  to  the  disposables 
sector  is  Gillette's  Blue  II  swivel, 
launched  in  June 


backing  up  these  products  with  massive 
retalitory  advertising,"  he  says. 

"Our  experience  proves  that  the 
simple  gimmick-free  choice  offered  by  Bic 
is  what  the  consumer  wants." 

The  company's  recent  promotional 
use  of  sporting  celebrities  has  proved 
successful,  and  the  John  McEnroe 
commercials  will  be  running  again  in  pre- 
Christmas  spots.  New  POS  material  is 
also  in  the  pipeline. 

"What  I  am  not  prepared  to  do  is  to 
enter  into  the  ridiculous  situation  that  has 
become  all  to  commonplace  of  late,  with 
some  of  our  competitors  making  quite 
remarkable  claims  in  terms  of  money  to 
be  spent,"  says  Terry  Thorn.  "We 
monitor  all  the  shaving  market  figures 
quite  closely,  and  our  figures  indicate  that 
making  claims  is  one  thing  —  actually 
living  up  to  them  is  another." 


Let  them  die? 


My  committee  and  I  noted  with  grave 
misgivings  that  a  pharmacist  has  been 
fined  for  using  his  professional  judgment, 
by  a  service  committee.  Let's  face  it,  the 
doctor  possibly  could  not  have  known 
that  the  patient  was  sensitive  to 
cephalexin,  but  most  certainly  he  should 
not  have  tried  to  shift  the  blame  to  the 
pharmacist. 

We  are  constantly  being  exhorted  to 
"use  our  professional  judgment"  by  the 
Society  and  other  representatives  of 
pharmacy.  Here  is  an  example  of  a 
pharmacist  doing  just  that,  and  simply 
because  he  did  not  consult  the  doctor  first 
and  endorse  the  prescription,  he  is  fined. 
The  mind  boggles. 

In  actual  fact  the  service  committee  is 
saying:  "If  you  haven't  the  correct  drug 
in  stock,  even  if  it's  obviously  urgent, 
don't  substitute  —  just  let  the  patient 
suffer  and  if  needs  be  die."  What  a 
philosophy  for  a  caring  profession,  and 
what  an  indictment  of  a  profession  that 
allows  a  service  committee  to  deal  with  its 
members  in  this  manner  without  even  a 
protest . 

I  hope  that  the  pharmacist  concerned 
will  appeal  against  his  fine  and  that  the 
PSNC  and  the  Society  will  send  letters  in 
support  of  his  case.  If  they  don't  then, 
fellow  pharmacists,  just  "pack  up  your 
bags  and  leave  it  all  to  the  quack  drug 
stores  or  supermarket  bloke". 

I  hope  all  pharmacists  will  view  this 
issue  very,  very  seriously... it  strikes  at  the 
very  roots  of  our  profession. 
(,.  II II  ill  I 

Secretary,  Wilts  LPC 
Swindon. 


Directed  complaints 


Many  contractors  have  written  over  the 
past  few  weeks,  berating  the  PSNC  for 
the  iniquitous  way  that  it  has  allowed  the 
DHSS  to  penalise  us  for  the  business 
acumen  shown  in  recent  years  concerning 
wholesaler  discounts  etc. 

The  "contract"  that  we  have  with  the 
DHSS  is  a  "cost-plus"  concept  and  we 
are  only  entitled  to  the  currently 
negotiated  "plus"  to  our  actual  "cost" 
where  the  supply  of  drugs  and  appliances 
is  concerned. 

If  contractors  are  dissatisfied  with  the 
remuneration  currently  received  from  the 
DHSS  —  front  loaded  clawback  included 
(or  should  I  say  witheld?)  —  then  writing 
to  the  editors  of  our  journals  is  not  the 
way  to  vent  their  anger. 

Complain  to  PSNC  if  you  feel  that 
their  negotiations  on  our  behalf  are  too 
weak.  Write  to  the  secretary  of  your  LPC 


(do  you  know  who  he  is?)  asking  what  the 
committee  is  doing  on  your  behalf. 
Remember  elections  occur  at  regular 
intervals  for  both  Local  Pharmaceutical 
Committees  and  the  Pharmaceutical 
Services  Negotiating  Committee.  Stand 
for  election!  Write  to  your  MPs 
aquainting  them  with  your  difficulties. 
Write  to  the  editor  of  your  local  paper, 
acquainting  the  readers  with  the  dangers 
to  their  "community  pharmacy". 

Write  to  PNSC,  asking  how  you  can 
help  in  its  negotiations  on  your  behalf. 
Write  also  with  any  suggestions  that  you 
may  have. 

Study  the  excellent  booklet  —  NHS 
Part  II  Services  —  produced  jointly  by 
PSNC  and  the  DHSS  and  circulated  last 
year. 

Do  any,  or  all,  of  these  things,  but 
don't  complain  to  PSNC  if  they  are 
merely  working  within  the  "contract"  as 
it  exists  and  not  as  we  should  like  it  to 
exist. 

Allan  I).  Asher 

London  El 8. 


Selling  a  service 


I  thank  you  for  printing  my  letter  of 
August  20  in  which  I  mentioned  the 
forbidden  word  "power"  and  I  would  be 
grateful  if  you  would  allow  me  the 
opportunity  to  raise  the  following  points 
which  seem  to  have  been  overlooked  in 
our  profession's  recent  spate  of  self-pity. 

The  facts  are  these:  community 
pharmacists  provide  a  service  to  the 
public  for  which  the  pharmacist  himself 
(or  his  company)  bears  all  costs  and  risks. 
He  provides  the  premises  where  this 
service  is  to  be  supplied,  the  medicines 
requested,  and  the  expertise  required  to 
ensure  that  the  service  is  maintained. 

Therefore  I  would  suggest  that  the 
Government  is  not  our  employer  but 
instead  that  we  are  an  independent  group 
which  is  prepared  to  supply  a  unique 
service  to  the  public,  on  behalf  of  the 
Government,  provided  that  it  is  in  our 
interests  to  do  so.  We  must  now  impress 
upon  our  negotiators  the  fact  that  we  are 
selling  a  service  and  that  they  have  to 
aproach  the  DHSS,  not  with  cap  in  hand, 
but  instead  with  a  detailed  list  of  what  we 
require  from  the  Government  in  order  to 
continue  to  provide  the  service. 

That,  ladies  and  gentlemen,  is  where 
our  power  lies. 
S.G.  Armilage, 
Hull 


England  and  Leicestershire  cricketer 
Nick  Cook  (left)  should  agree  that  three 
heads  are  better  than  one,  having  been 
presented  with  a  Philishave  Triple 
Head  Super  HP1 133  for  being  named 
"man  of  the  match  "  in  a  recent  Test 
Match  at  Trent  Bridge.  Nick  received 
his  prize  from  Philips  Small  Appliances 
key  dealer  Tony  Green  from  Greens  of 
Leicestershire 
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BUSINESS  NEWS 


Weddel  to  merge 
with  Charnwood 


EEC  acts  on  parallel 
imports  in  Germany 


The  EEC  Commission  has  taken  action 
against  two  eases  of  restriction  of  parallel 
import  pharmaceuticals. 

In  the  first  case  German 
manufacturers  Hoechst  and  Boehringer- 
Manheim  (BM)  have  taken  measures 
affecting  parallel  imports  of  Euglucon, 
which  Hoechst  and  BM  produce  and 
distribute  jointly  in  Germany.  Until  1982 
the  preparation  was  on  sale  in  Germany  in 
the  form  of  Euglucon  5,  and  since  then  it 
has  been  available  there  in  the  form  of 
Euglucon  N  —  therapeutically  improved 
but  otherwise  equivalent  in  effect. 
Registration  procedures  for  Euglucon  N 
have  not  yet  been  completed  in  other 
countries,  where  Euglucon  5  is  still  on  sale. 

For  some  time  now  the  firm  Eurim- 
Pharm  has  been  importing  Euglucon  5 
and  selling  it  in  Germany  at  a  price  15  per 
cent  below  Hoechst's  and  BM's  price. 

Hoechst  and  BM  jointly  announced 
that  they  were  withdrawing  Euglucon  5 
from  sale  in  Germany  and  replacing  it 
with  Euglucon  N.  The  announcement  did 
not  mention  that  Euglucon  5  would 
continue  to  be  produced  and  distributed 
in  other  countries.  This  was  thought  liable 
to  influence  German  doctors'  prescribing 
habits  in  favour  of  Euglucon  N  and  thus 
to  affect  the  sale  of  Euglucon  5 
legitimately  imported  from  other  member 
states. 

The  Commission  felt  this  might 
infringe  competition  rules  and  so  initiated 
inquiries.  As  a  result,  Hoechst  and  BM 
sent  German  doctors  a  circular  making  it 


British  banks: 
could  do  better? 


clear  that  while  they  were  distributing 
only  Euglucon  N  in  Germany  because  of 
its  therapeutic  advantages,  Euglucon  5 
continued  to  be  sold  abroad  and  that 
imported  Euglucon  5  could  be  prescribed 
by  doctors  and  obtained  from 
pharmacists. 

Pharmacists'  role 

The  second  case,  also  in  Germany, 
involved  restrictions  on  parallel  imports 
at  the  stage  of  distribution  by 
pharmacists.  The  case  began  with 
uncertainties  concerning  reimbursement 
for  imported  pharmaceuticals  by  sickness 
insurance  funds.  These  uncertainties  led 
regional  pharmacists'  associations  to 
circularise  their  members  recommending 
that  they  exercise  caution  in  ordering 
imported  pharmaceuticals.  This  applied 
to  Euglucon  5  and  other  pharmaceuticals 
legitimately  imported  from  other  member 
states. 

In  the  Commission's  view,  this  action 
could  constitute  a  recommendation  to 
discriminate  against  the  sale  of  imported 
goods,  incompatable  with  Article  85(  1 )  of 
the  EEC  Treaty.  As  a  result,  the 
associations  and  their  central  organisation 
(ABDA)  issued  a  fresh  circular  stating 
expressly  that  pharmaceuticals  offered  by 
importers  could  be  distributed  without 
restriction  in  Germany,  prescribed  by 
doctors  and  sold  by  pharmacists.  The 
lower  prices  charged  by  importers  can 
thus  be  passed  onto  consumers  or  sickness 
insurance  organisations. 


interest  and  over  a  longer  period,  than  is 
usual  in  the  UK." 

The  report  is  written  by  Martin  Binks 
and  John  Coyne,  who  lecture  in 
economics  at  Nottingham  University. 
"The  Birth  of  Enterprise"  (£2),  Institute 
of  Economic  Affairs,  2  Lord  North 
Street,  Westminster. 


Agfa  on  the  move 


Agfa  are  moving  their  camera  service 
centre  from  Bradford  to  new  premises  at 
Wimbledon.  They  are  also  introducing  a 
service  giving  instant  estimates  for  camera 
repair  by  telephone,  aiming  to  reduce 
administration  for  the  retailer  and  save 
the  customer  time. 

The  company's  move  takes  place  on 
October  17.  New  address  is  Camera 
Service  Department,  Agfa-Gevaert  Ltd, 
29  Deer  Park  Road,  Wimbledon,  London 
SW193UG  (tel  01-543  1121). 


Fisons'  pharmaceutical  division  is  to 
merge  the  recently-acquired  Weddel 
Pharmaceuticals  (C&D  May  14,  p898) 
with  its  existing  subsidiary  Charnwood 
Pharmaceuticals. 

The  new  company  will  trade  as  CP 
Pharmaceuticals  and  assume 
responsibility  for  manufacture  and 
distribution  of  both  product  ranges.  The 
merger  takes  effect  from  October  3,  when 
the  company  will  also  take  over  a  number 
of  products  from  the  parent  division's 
range.  The  Dextraven  and  Lomudex 
ranges,  together  with  Hyalese,  will  receive 
a  re-launch  in  new  CP  livery  early  next 
year.  Other  products  may  follow. 

Weddel  employees  and  the  company's 
manufacturing  facilities  are  to  be 
retained.  Expansion  of  the  joint  field  and 
production  staff  is  currently  being 
considered. 

Weddel  was  seen  as  being  very 
compatible  with  Charnwood  when 
originally  purchased  in  May.  There  is  no 
product  duplication  between  the  two 
companies,  and  the  merger  allows  for  a 
combination  of  Charnwood's  wholesale 
coverage  and  Weddel's  strength  in 
hospitals.  CP  Pharmaceuticals  will 
operate  from  Red  Willow  Road, 
Wrexham  Industrial  Estate,  Wrexham, 
Clwyd  LL13  9PX  (tel  0978  61261). 
Managing  director  is  Mr  G.J.  Wall, 
formerly  managing  director  of 
Charnwood. 


Third  man  in  Chanel 
case  gets  bail 

A  third  man  allegedly  involved  in  a  plot  to 
manufacture  and  sell  fake  Chanel 
perfume  was  released  from  custody  on 
£35,000  bail  last  week.  He  was  remanded 
to  December  5. 

Stephen  Jory,  aged  33,  of  Hackney  is 
charged  with  conspiring  to  defraud 
Chanel  and  the  public  by  manufacturing 
and  selling  counterfeit  Chanel  No.  5. 

Magistrates  at  High  Wycombe,  Bucks, 
ordered  Jory  to  report  twice  daily  to  the 
police  and  surrender  his  passport.  Police 
had  applied  for  a  remand  in  custody. 

On  September  19,  two  other  men 
jointly  charged  with  the  offence  —  Robert 
Coles,  37,  of  llford,  and  Raymond 
Young,  25,  of  Chingford  —  were  released 
on  bail  of  £20,000  each. 


Retail  prices 


The  all-items  retail  prices  index  from  the 
Department  of  Employment  reached 
338.0  in  August  (January  1974=  100). 
This  represents  an  increase  of  0.4  per  cent 
on  July  (336.5)  and  an  increase  of  4.6  per 
cent  on  August  1982  (323.1). 


British  banks  are  less  receptive  towards 
small  businesses  than  then  European 
counterparts,  according  to  a  recent 
report . 

The  basic  characteristics  of  a  business 
start-up  —  those  of  high  risk,  lack  of 
track  record  and  a  possibly  naive 
approach  to  financial  problems  —  are  at 
the  root  of  the  problem.  "Local  bank 
managers  fail  to  support  projects  not 
through  a  natural  unwillingness,  but 
because  they  adopt  over-cautious 
assessment  criteria,"  says  the  report. 

"Experience  in  other  countries 
illustrates  that  less  cautious  criteria  can  be 
adopted  without  incurring  the  risk  of  a 
prohibitively  high  rate  of  default.  Inmost 
instances,  the  tendancy  is  for  the  banking 
system  to  lend  more,  at  a  lower  rate  of 
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How  to  annoy 
the  tax  man 

The  latest  edition  of  Tax  File  lists  1 5  sure- 
fire ways  to  arouse  the  suspicions  of  the 
Inland  Revenue.  They  include  the 
following: 

□  Accounts  and  returns  which  appear 
inaccurate.  The  Revenue  has  a  record  of 
profit  percentages  reasonably  to  be 
expected  in  different  trades. 

□  A  standard  of  living  incompatible  with 
declared  income.  There  is  danger  in 

Spanish  state  help 
for  drug  industry 

Spain's  Socialist  Government  is  launching 
a  programme  to  encourage  more  research 
and  development  spending  in  that 
country's  pharmaceutical  industry. 

The  administration  sees  this  as  part  of 
Spain's  "big  change"  from  right-wing 
dictatorship  to  left-wing  democracy, 
according  to  a  correspondent. 

Legislation  is  currently  being  passed  to 
encourage  the  country's  universities  to 
work  more  closely  with  industry.  State  aid 
will  be  given  to  smaller  pharmaceutical 
companies,  and  incentives  provided  for 
those  willing  to  carry  out  a  full  R&D 
programme.  The  hope  is  to  improve  the 
quality  of  Spanish-produced 
pharmaceuticals  (although  this  will 
inevitably  mean  increased  domestic 
prices),  slow  the  "death  rate"  among 
small  businesses  in  the  area  and  reduce  the 
current  multiplicity  of  products. 

Foreign-owned  companies  and  the 


Chugai  Pharmaceuticals  of  Japan  are 
very  much  a  name  to  watch  for  the  future, 
according  to  a  company  profile  in  the 
Financial  Times  last  week. 

The  company  has  an  impressive 
portfolio  of  new  drugs,  plans  to  double  its 
R&D  spend  by  1989  and  is  currently 
considering  setting  up  research  facilities  in 
the  UK.  It  hopes  to  follow  in  the  footsteps 
of  such  household  names  as  Honda,  Sony 
and  Hitachi  in  conquering  foreign 
markets  by  a  combination  of  innovative 
product  development  and  strong 
marketing  technique. 

Chugai  concentrates  on  immunology, 
circulatory  disorders,  antibiotics  and 
gastroenterology.  Research  into  cellular 
immunity  has  yielded  some  innovative 
therapies  for  arthritis  and  cancer, 
according  to  the  article. 

Japenese  clincial  trials  with 
Lobenzarit,  an  anti-arthritic,  have  yielded 
"exciting"  results  when  it  is  compared 
with  indomethacin.  Launched  in  1975 
Chugai's  Picibanil  is  now  the  country's 
second  best  selling  cancer  drug.  The 
company  claims  that  the  drug  stimulates 
the  immune  response  mechanism,  and  is 


showing  inadequate  personal  drawings, 
fj  Businesses  known  to  have  cash  sales 
are  thought  to  offer  greatest  opportunity 
for  dishonesty,  and  so  will  tend  to  be 
looked  at  particularly  closely. 

The  Revenue  also  use  informers  — 
often  jealous  neighbours  or  lovers 
according  to  Tax  File.  They  sometimes 
receive  a  small  reward. 

"Once  an  inspector  has  a  sight  of 
smoke  he  suspects  a  big  fire"  says  Dennis 
Fowle,  managing  director  of  publishers 
Dcncwood,  "so  it  pays  to  be  very 
careful."  Demvood  Ltd,  4  Valentine 
Place,  London  SEI  SQH. 


multi-nationals  will  also  benefit.  "We 
have  no  nationalistic  policy  in  this 
respect,"  explains  Government  executive 
for  the  pharmaceutical  industry  Senor 
Miguel  Fieto. 


Mr  Harry  Brooks,  a  proprietor 
pharmacist  in  Banbury,  Oxfordshire, 
and  his  wife  Margaret,  receive  the  keys 
to  the  silver  Austin  Metro  1300  won  in  a 
Unichem  I  Gillette  lucky  draw.  Bill  Hart, 
Unichem's  assistant  marketing 
director,  hands  over  the  keys  while 
Mike  Horn,  Gillette's  sales  manager 
looks  on 


a  name  to  watch? 


prepared  to  back  up  the  claim  with 
clinical  data.  Pilot  studies  are  to  be  set  up 
at  five  centres  in  the  US. 

A  new  cardiovascular  drug, 
Nicorandil,  is  expected  to  be  launched  in 
Japan  next  month,  and  is  said  to  have 
advantages  over  existing  beta-blockers 
and  calcium  antagonists. 

"The  Japanese  are  often  accused  in 
the  West  of  producing  'me-too'  drugs" 
says  Robin  Gilbert,  drug  analyst  at 
stockbrokers  James  Capel.  "This 
company  seems  to  be  trying  to  disprove 
that  theory  all  by  itself." 


East  Midlands  Toiletries 

We  have  been  asked  by  East  Midlands 
Toiletries  to  make  it  clear  that  they 
have  no  connection  at  all  with  West 
Midlands  Toiletries  who  recently  went 
into  voluntary  liquidation  (C&D 
September  10,  p447).  East  Midlands 
Toiletries  have  been  trading 
successfully  as  general  distributors  of 
chemists'  sundries  since  1963  and 
operate  from  Wilford  Industrial 
Estate,  Nottingham. 


COMING  EVENTS 


URPI  seminar  on 
store  location 

The  Unit  for  Retail  Planning  Information 
is  to  hold  a  one-day  workshop  on  store 
location  and  site  assessment. 

Topics  to  be  covered  include  methods 
for  rational  site  selection,  definition  of 
trade  areas  and  cost  minimisation.  An 
open  session  for  discussion  of  individual 
problems  will  also  be  included.  Retailers 
wishing  to  attend  are  advised  to  reserve 
places  early,  as  the  need  to  keep 
discussion  groups  down  to  managable 
numbers  means  places  are  strictly  limited. 

The  workshop  is  to  be  held  at 
London's  Regent  Crest  Hotel,  on  October 
20.  Fees,  inclusive  of  lunch,  are  £80.50 
(members)  and  £103.50  (non-members). 
Further  details  from  Ann  Glenister, 
URPI,  26  Queen  Victoria  Street,  Reading 
RG1  ITGftel  0734  588181). 

Monday,  October 3 

Cleveland  Local  Pharmaceutical  Com  millet-.  Park  more  Hotel, 
Eaglescliffe,  Stockton  on  Tees,  ai  8pm  Mr  M  Brining, 
Financial  executive,  PSNC,  speaks  ai  a  contractors  meeting 
Easl  Metropolitan  Branch,  Pharmaceutical  Society,  C  hurchill 
Room,  Wanstead  Library,  Spratt  Hall  Road,  Wanstead, 
1  ondon  El  1 ,  at  Spm.  Mr  A  J  Clat worthy  on  "The  drugs  and 
toxicology  section  oi  the  metrolpolitan  police  laboratory." 

Wednesday,  October  5 

Balh  Branch,  Pharmaceutical  Society,  Senior  Common  Room, 
Bath  University,  at  Spm  Cheese  and  wine  with  University  ol 
Bath  pharmacy  students 

Isle  of  Wight  Branch.  Pharmaceutical  Society,  Postgraduate 
medical  centre,  St  Mary's  Hospital,  Newport,  Isle  of  Wight .  at 
Spm  Mr  P.  I  Davies  on  "Aerosols  in  Pharmacy 
Sheffield  Branch,  Pharmaceutical  Society,  Board  Room, 
lessop  Hospital,  at  7, 15pm  Dr  John  Poyser,  Hillsborough 
medical  centre,  on  "The  pharmacist  and  his  computerised 
GP."  Bullet  precedes  meeting. 

London  Chemists1  Golfing  Society,  Stoke  Poges  (hall  day  pm). 
Prize  giving  and  end  of  season  dinner. 

National  Pharmaceutical  Association,  The  Swan,  High  Street, 
Lavenham,  Sudbury,  Suffolk,  from  3- 1 0pm.  NPA  computer 
labelling  exhibition  featuring  Oralabel,  Park ,  Richardson, 
Williams  systems. 

Thursday,  October  6 

Societ)  of  <  osmetic  Scientists,  Royal  Soeiel  \  ol  Arts,  6  lohn 
\dam  Mice:.  1  ondon  WC2,  at  6.30pm.  Dr  I  D  Poolej . 
University  College,  Cardiff,  on  "An  examination  ol  the 
physical  and  chemical  properties  ot  talc  powders 
Reading  Branch,  Pharmaceutical  Society,  Postgraduate  centre. 
Royal  Berkshire  Hospital,  at  7,30pm  Or  R.B.  Naik  on 
"Continental  peritoneal  dialysis." 

Thames  Valley  Pharmacist's  Association,  Sterling  Winthrop 
House,  at  Spin  Mr  F.  Bayford  gives  illustrated  talk  on 
' ' Romney  Marshes 

Hounslow  Branch,  Pharmaceutical  Society,  l  ecture  1  heatre, 
West  Middlesex  Hospii    .  Twickenham  Road,  Isleworth,  at 
7  45pm  Mr  I  Hughes      Manorfield  Systems,  talks  on 
computers  in  pharmac; 

Huddersfield  Branch,  I    irmaceutical Society,  Visit  to 
Napcolour  I  aboratont  .  Threefield  Industrial  Estate,  Gelderd 
Road,  Gilversome,  Morley,  Irom  7pm. 

Sunday,  October  9 

National  Pharmaceutical  Association,  Novotel,  Bostock  I  ane, 
Long  Eaton,  Nottingham,  from  10.30am-4pm.  NPA  computer 
labelling  exhibition,  featuring  Oralabel,  Park,  Richardson  & 
Williams  systems 


Advance  information 

Hounslow  Brunch,  Pharmaceutical  Society  .  Annual  branch 
dinnei .  Garth  Hotel,  Bnckhcid  Lane,  Harlington,  on  October 
22.  Details  Irom  Miss  L  Tillman,  Flat  1 ,  Grosvenor  Lodge.  32 
Wellesle)  Road,  I  ondon  W4 

Berkshire  I  oca  I  Pharmaceutical  (  o  mini  I  tee,  <  t  esi  IL  >i  el . 

Maidenhead,  on  Sunday  .  October  23.  trom  10am,  Contractors 
Conference-,  Speakers  include  PSNC  members  Messrs  Peter 
Boardman.  P  Dean  and  Stephen  Axon  Details  trom  Mr  E  H, 
Baldock,  "Mandwa  House."  30  West  Dm  e,  Sonning  on 
1  hamex 


Chugai  Pharmaceuticals  — 
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Classified  Advertisements, 
Chemist  &  Druggist, 
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Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 
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Situations  vacant 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear 
under  appropriate  headings. 
Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Display  /  Semi  Display  £1 1 .00 

per  single  column  centimetre, 
min  30mm.  Column  width 
42mm. 

Whole  Page  £950.00 
(260mm  x  180mm) 
Half  Page  £500.00 
(125mm  x  180mm) 
Quarter  Page  £280.00 
(125mm  x  88mm) 


Box  Numbers  £2.50  extra 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over. 


VICHY 

PURELY  EFFECTIVE  SKIN  CARE 

Purely  Effective 
Sales 

Vichy  is  the  UK's  leading  Skin 
Care  Company  selling  exclusively 
through  pharmacies.  Due  to 
continued  expansion  we  now 
require  two  additional  Territory 
Managers. 

1)  based  Newbury,  Reading, 
Basingstoke. 

2)  based  Peterborough,  Leicester, 
Northampton. 

We  believe  our  remuneration 
package  is  one  of  the  best  offered 
in  the  chemist  environment. 

If  you  have  a  minimum  of  two 
years  sales  experience  working  for 
a  major  toiletry,  cosmetic  or 
grocery  company  and  are  aged 
between  24/35  please  phone,  or 
send  detailed  career  resume  to  our 
Field  Sales  Manager,  Ray  Blows, 
Vichy  (UK)  Ltd,  15  Nuffield  Way, 
ABINGDON,  Oxon.  OX14  1TJ. 
Tel:  0235  26747. 

Further  appointments  are  likely  to 
occur  shortly  and  interested 
candidates  living  outside  the 
advertised  areas  are  invited  to 
submit  written  C.V.'s. 


RETAIL  DEVELOPMENT 
EXECUTIVE 

Health  Foods,  South  Coast 
Negotiable  above  £11,000 


The  Holgran  Group  of  Companies  has  substantial  interests 
in  the  health  food  industry  including  a  small  chain  of  stores 
in  Sussex  and  Kent  trading  as  LEADERS.  Current 
expansion  plans  include  the  opening  of  further  wholly- 
owned  stores,  and  independent  stores  franchised  to 
approved  applicants. 

The  company  is  seeking  an  experienced  retailer,  aged  30 
plus,  to  manage  the  chain.  The  person  appointed  must 
have  the  marketing  flair  and  the  ability  to  maximise  the 
profit  potential.  Similar  experience  gained  in  the  food  or 
pharmaceutical  trades  would  be  an  advantage. 

Company  car  plus  pension  and  usual  fringe  benefits. 
Location  Sussex.  The  successful  applicant  can  expect  to 
gain  promotion  to  senior  management  level  as  the  business 
develops. 


Please  write  or  telephone  for  Job  Description  Application 
Form  to:  — 

Mr.  Roy  Harris,  Divisional  Director,  Holgran  Ltd, 
105  London  Road,  Brighton.  (0273)  695001. 


SALES 
REPRESENTATIVE 
REQUIRED 

We  are  a  fast  expanding  company  in  the 
health  food  market  and  are  seeking  to 
increase  our  sales  force  in  the  north, 
midlands  and  in  the  south-east  of  England. 

We  require  sales  representatives  with 
previous  experience,  preferably  calling  on 
health  food  shops  or  pharmacies.  We  offer 
an  attractive  salary,  car  etc. 
Please  reply  in  writing  with  C.V.  to:  — 
U.K.  SALES  MANAGER, 
HEALTHERIES  NUTRITIONAL  PRODUCTS  LTD., 
MEADOW  CROFT  HOUSE,  SOUTH  LANE, 
KINGSTON-ON-THAMES,  SURREY  KT1  2NL. 
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Professional  Prescription 
Computer  Labelling 


The  Key  to 
Quality  Labelling. 


•  Designed  by  a  pharmacist  for  a  busy 
dispensary. 

•  Based  on  the  proven  BBC  model  Bcomputer, 
as  used  in  85%  of  schools. 

•  Easy  to  operate  -  no  experience  necessary 

•  Can  produce  5  labels  of  superb  quality  in 
30  seconds. 


•  Stock  control,  dispensing  details,  order 
codes,  automatic  cautions  and  many 
other  facilities  -  all  at  the  touch  of  a  button' 

•  Buy  or  lease  purchase  -  the  choice  is 
yours! 

•  Can  be  used  with  the  wholesaler  of  your 
choice,  i.e.  PIP,  Link,  Prosper 


,  the  full  Richardson  System  is  arguably  the 
best  we  have  seen "     i  A™xmiupplemenl 


Write  or  telephone  for  a  demonstration,  or  a  video  tape  to 
Unit  337,  Walton  Summit,  Bamber  Bridge,  Preston,  PR58AR.  Tel:  (0772)323763 

Why  settle  for  anything  less  ? 


DEMONSTRATIONS 

J-eeds  2nd  Oct 
Torbay  2nd  Oct 
Luton  4th  Oct  ' 
Lavenham  5th  Oct 
"pswichj 
Ring  for  venues 


AGENTS  REQUIRED 

Jkictyde  fonseca 

Our  100%  cotton  slippers  were  well  received  in  the  chemist  trade 
since  their  launch  in  June.  As  they  are  now  available  nationwide, 

we  have  openings  for  agents  in  the  following  areas:  Greater 
Manchester,  Merseyside,  Yorkshire,  West  Midlands,  East  Anglia, 
Herts,  Bucks,  Berks  and  Oxfordshire.  If  you  are  looking  for  a 
unique  product  and  well  connected  with  the  chemist  trade,  we 
would  like  to  hear  from  you. 
Please  reply  to  E  &  L  Limited 
68  The  Hawthorns,  Cyncoed,  Cardiff,  S.  Glam.  CF2  7AQ. 
Tel:  0222  732741 


AGENTS  IN  SCOTLAND 

required 

to  call  on  Chemists  and  Health  Stores  with  established 
range  of  Leading  Food  Supplements,  Vitamins  and  Herbal 
Remedies.  Good  commission  rates. 
Write  with  full  details  please. 
BOX  C&D  3017 


AGENTS 
REQUIRED 

For  our  new  disposable 
'Crumble  in  Hand'  heat 
pack. 

Please  phone: 
John  Miller 
01-5041788 


Business 
Opportunities 


START  A  VIDEO  CLUB 

75,000  video  films  for  hire  from 
only  14  J4p  per  day!  No  deposit 

required. 
Exchange  titles  as  often  as  you 
like. 

01  226  7836 

TRADE  ONL  Y  -  PHONE  NOW 


Announcements 


GERALD  FRASER 

Wholesale  Cosmetics 
ARE  PLEASED  TO 
ANNOUNCE 

The  opening  of  a  new 
showroom 

at  our  new  address 


33  Broughton  Street,  Manchester 
Telephone:  061-832  3427 


We  welcome  all  our  clients  old  and 
new  to  view  our  extended  range  of 
cosmetics  and  perfumes  for 
Christmas  1983. 

Open  9.30-5  weekdays 
10-2  Sundays 
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Shopfittings 


Stock  for  Sale 


marspec 

^aJSHOPPITTING  LTD 


Attractive  modular  shopfittings  at  competitive  prices. 
For  a  new  perspective  in  pharmacy  design. 
Telephone:  0392  216606 
Unit4B,  Grace  Road,  Marsh  Barton, 
Exeter,  Devon. 


LEXDRUM 

0626  832308 


WE  OFFER  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 

LEXDRUM  STOREFITTERS 
"""^"^R  Chappie  Rd,  Bovey  Tracey,  Devcyi. 

0626  832308 


Everything  you  need  to  know 
is  in  this  FREE  pack,  sent  by 
return  of  post.  ^JSJc] 

SHOWRAX 

Tower  Works,  Lower  Road, 
Gravesend,  Kent,  DA1 1  9BE 
Tel:  Gravesend  (0474)60671 


For  further  details  on 

advertising  in 
Chemist  &  Druggist 
Classified 

phone: 
Andrew  Castle 
on 

(0732)  364422  ext:  272. 


STORE 

FITTINGS 
LIMITED 

For  the  ULTIMATE  in 
pharmacy  design  with 

emphasis  given  to 
individual  requirements. 
Telephone:  0626  832059 
Northern  Sales: 
Carlisle  0228  47149 
Allplan  House,  Cavalier 
Road,  Heathfield,  Newton 
Abbot,  Devon  TQ12  6TG. 


PHARMACY 

Slr»FITTUM© 

CONSULTANT 

Highly  Recommended 
by  many  Pharmacists 

Phone:  061-445  3506 

H.  A.  Peyser,  20  Fairfax  Avenue, 
Didsbury,  MANCHESTER  M20  0AJ 


Quality  and  original  Continental  Systems  plus  total  package  NPA 
recommended  NO  system  matches  UMDASCH  for  quality. 
Prices  pleasantly  competitive.  See  for  yourself .  .  .  there's  no 
obligation. 

Umdasch  Systems,  Apels  Contracts  Ltd, 
DaSiow  Road,  Luton,  Beds  LU1  1FR. 
Ring  Luton  I0582)  30833 
NOW! 


SHOPKIT  Sunday  6th  November  when  you  will  have  yet  another 
chance  to  to  pay  us  a  visit  and  see  how  SHOPKIT  can  increase 
your  turnover  at  the  least  possible  cost. 

SHOPKIT  items  are  generally  ex-stock  our  Peterborough  factory 
so  you  could  be  increasing  your  sales  by  next  weekend. 
SHOPKIT.  50  Ivatt  Way.  Westwood  Industrial  Estate, 
Peterborough  PE3  7PN  Telephone  (24  hour  service) 
Peterborough.  (0733)  265263. 


PERFUMES 

Wide  range  of  branded 
perfumes  and  toiletries 
available. 

Contact: 
D.M.  Wholesale  Supplies  Ltd. 
203  East  Lane, 
North  Wembley,  Middx. 

Tel:  01-904  9920. 
For  our  current  price  list. 

Open  9am-6pm  Mon-Fri 
10am  2pm  Sundays 


FRENCH  &  U.K. 
PERFUMES 

GIFT  SETS 
at  low  prices 

DENNIS  AVIS  WHOLESALE  (COSMETICS). 
295  REGENTS  PARK  ROAD,  FINCHLEY, 
LONDON  N3.  Tel:  01-346  7013 


CHRISTMAS 
1983 

BAGS,  WRAPPING 
PAPERS,  PURSE 
CALENDARS, CREPE 
PAPER,  CARRIERS, 

GIFT  TAGS, 
PAPERMATE  PENS, 
DIARIES,  ETC. 

Available  as  usual  from: 
JAMES  TOWNSEND  & 
SONS  LTD. 

PO  Box  12,  Western 
Way,  Exeter  EX1  2AB. 

Write  or  phone  Exeter 
79731  for  Christmas  List. 

Orders  accepted  now  for 
delivery  when  required. 


Stockists  of  the  largest  selection 
of  brand  name  French  &  UK 
perfumes  Also  a  full  range  of 
cosmetic  bags,  gift  sets, 
mirrors,  brushes  &  accessories 
Also  a  stockist  of  Gallery  Cosmetics 
Price  lists  available 
Modem  showroom 


10-12  PARK  PLACE,  OFF  CHEETHAM  HILL  ROAD, 
MANCHESTER  M4  4EY.  TEL.  061-833  9652 
TELEX  665941  FGM  G  SUPPLIERS  TO  RETAIL, 
WHOLESALE  AND  EXPORT.  OPENING  HOURS: 
MON-FRI  9am-5.30pm.  SUN  10am-2pm. 


BRANDED  COSMETICS  &  PERFUMES 

AT  COMPETITIVE  PRICES 

Come  and  see  our  very  extensive  range. 
CASH  &  CARRY  Monday. Tuesday.  Thursday.  10am  8pm.  Wednesday  ft  Saturday. 
9am-5pm;  Friday.  10am-6pm.  Sunday.  10am  2pm. 

We  also  offer  DELIVERY  SERVICE 

C.T.  MARKETING  LTD. 

New  Tythe  Street,  Long  Eaton.  Notts.    Tel:  06076  61517 


Trade  Services 


Tablet  Production, 
Liquid  Production, 
Powder  Production, 
Packing  . . . 


CONTRACT  PHARMACEUTICAL  SERVICES  LIMI  TED 
l\irk  Rixui.  Oversea!,  Burton-on-Trcnt.  Sialiordshire. 
Telephone  (0283)  221616.  Telex  341345. 


Typesetting  and  graphics  by  Magset  Ltd  ,  Sidcup,  Kent.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent  Published  by  BENN  PUBLICATIONS  LTD.,  Sovereign  Way,  Tonbndge,  Kent  TN9  1RW. 
Registered  at  the  Post  Office  as  a  Newspaper  29/23/ 16s 


When  you  wait 


yesterday! 


From  ONE  to  whatever  quantity  then  use  our 
SUPERFAST  service  for  a  complete  range  including 
lATING •  TIMING •  CODING  •  NUMBERING  etc. 


Send  for  f  urther  details  and  brochure 


OHN  T.CLARKE  &SON  LTD  £ 


ATTERSEA  RD,  HEATON  MERSEY  STQCKPQRT.CHESHIRE  SK4  3EN 
TELEPHONE:  061  432  9451 

LONDON  OFFICE     31  HOX  TON  SQUARE  .     LONDON  N1  6NP    TEL  01  739  6956 
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ZAF  complete  shopfitting  systems, 
counters  and  showcases  for  the  modern 
pharmacy  at  competitive  prices. 
(N.  P.  A.  AND  NUMA RK  A PPRO VED) 

ZAF  LIMITED, 
Lillington  Road  North, 
Bulwetl  Nottingham  NG6  8HG 
Tel:  0602  753728  (10  lines).  Telex:  377739 
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NATO 


The  Quest  range  of  Vitamins  and 
Health  Supplements  are  available  now. 

Our  consumer  advertising  will!  be 
explaining  the  natural  facts  to  your 
customers,  so  they  will  be  asking  you 
for  Quest  by  name. 

Phone  021-359  0056  and  we  will  do 
the  rest. 

Quest  Vitamins  (UK)  Ltd. 

Unit  1, 

Premier  Trading  Estate, 
Dartmouth  Middleway, 
Birmingham  B7  4AT. 


ONCE-A-DAY 


BETA  CAROTENE    B  COMPLEX    VITAMIN  C    CALCIUM  ASCORBATE    VITAMIN  E     ONCE  A  DAY 
SUPER  ONCE-A-DAY    SYNERGISTIC  ZINC    SYNERGISTIC  IRON     SYNERGISTIC  SELENIUM    ENZYME  DIGEST 
GREEN  LIPPED  MUSSEL    GLUCOMANNAN    SOD       SIBERIAN  GINSENG    BEE  POLLEN    TRYPTOPHAN  LYSINE 
MARINE  LIPID  CONCENTRATE     PHOSPHATIDYLCHOLINE    UNBLEACHED  LECITHIN 


Martindale  products  that  work  for  you . . . 


Siloxyl 

Antacid  and 
mucosal 
protective  for 
symptomatic 
relief  in 
flatulent 
dyspepsia; 
gastritis; 
abdominal 

distension;  heartburn  of 
pregnancy  or  hiatus  hernia; 
hyperacidity;  peptic  ulcer. 
Available  as  tablets  or  suspension 


Soliwax 

Single-dose 
capsules 
containing 
dioctyl  sodium 
sulphosuccin- 
ate  to  penetrate  ~£J 
and  soften  wax 
deposits  in  the  ear,  and  to 
prevent  the  ears  from  becoming 
clogged. 


Medised  tablets 

Provide  very 
welcome  relief 
for  adults  who 
suffer  from  the 
1  problems  of 
nasal  or  sinus 
congestion 
and  pain, 
particularly  at 
bed-time. 


=2  ©' 

ueu-ume, 

. . .  and  your  customers 


Medilave  mouthwash 

A  pleasant  tasting  non- 
irritant  surface  active  cationic 
antiseptic  solution  for  the 
symptomatic  treatment  of 
sore  mouth  and  throat 
caused  by  superficial 
infections.  Ideal  for  daily 
oral  hygiene  use. 


Medilave  mouth  ulcer  gel 

Provides  immediate  pain 
relief  and  aids  the  healing 
process  to  allow  the  sufferer 


to  face  the  day  with 
confidence.  Does 
not  sting. 


5^ 


Martindale  Pharmaceuticals  Ltd 

Chesham  House,  Chesham  Close,  Romford  RM1 4JX  Essex  Telephone:  Romford  46033 

A  British  owned  company  Medilave,  Medised,  Siloxyl,  Soliwax  are  registered  trademarks 


Medised  suspension 

Formulated  for 
the  treatment 
of  mild  to 
moderate  pain 
in  children, 
and  for  the 
symptomatic 
relief  of 
influenza, 
feverishness 
and  feverish 
colds. 


Before  application.  After  7  minutes  25  sees.        After  1 6  minutes  20  sees. 


After  26  minutes  55  sees 


r  L  f 
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After  29  minutes  5  sees 


After  32  minutes  18  sees. 


QUODERAT 

DEMONSTRANDU 


The  effects  of  Deep  Heat  Aerosol  on  skin 
temperature  were  examined  by  the  medical  imaging 
department  of  a  leading  hospital  using  computerised 
infra-red  thermographic  techniques. 

These  photographs  are  indicative  of  the  thermo- 
graphic response  resulting  from  the  vasodilatory 
effects  of  Deep  Heat. 


Deep  Heat  is  available  in  Rub,  Lotion  or  Aerosol 
Spray  applications. 


THE  MENTHOLATUM  COMPANY  LIMITED,  LONGFIELD  ROAD, TWY FORD,  BERKSHIRE. 


